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Force Feed Oilers Standardized for Stock 


HE “Genuine Detroit” Force Feed Oiler, Model JTS, 

has been so designed that it is universally adaptable 
to all types of steam engines, gas engines, pumps, air com- 
pressors, etc. 


Manufactured in 1, 2, 3 and 4 feed sizes, with shaft extend- 
ing through the oiler permitting it to be driven from either 
end and furnished complete with the necessary connections 
for easy and substantial installation. 


IN ADDITION TO BEING SUPERIOR IN APPEAR- 
ANCE AND FINISH THIS NEW AND BETTER 
FORCE FEED OILER EMBODIES NUMEROUS 
OTHER DISTINCTIVE FEATURES. Let us tell you 
about them. Write for Catalog No. 100 and prices. 


FOR small steam engines and pumps where a correspondingly small 
sized oiler is desired we offer the Model LS. 


This oiler is manufactured in one-feed, one quart capacity only and like 
the Model JTS finished in lustrous black enamel, furnished complete with 
all necessary fittings for installing. 


THESE OILERS ARE, BECAUSE OF THEIR SUPERIOR FEA- 
TURES, READILY SOLD AND CARRY A HIGHLY SATISFAC- 
bay il PROFIT TO JOBBERS AND DEALERS IN MILL SUP- 


G DETROIT LUBRICATOR COMPANY. G 


DETROIT, U.S. A. 


GILBERT WOOD PULLEYS 


Design 
Material 
Workmanship 
Finish 
Reputation 
Service 


Sell 
Themselves 


SAGINAW MANUFACTURING COMPANY 
SAGINAW, MICHIGAN 
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This Morgan drive with its four drive 
belts all going over the same drive wheel 
is a hard drive on belts. The worth of 
the bell is measured by the tonnage 
turned out inayear. Itisonsuch drives 
as this —drives where the output can be 
measured and is measured that belts 
made by the pre-tested method prove their 
superiority by a wide margin. Pre-tested 
methods were originated by the 
Chicago Belting Company 


Feathe: 


Chicago 


Increase production 
, with belts that are 
pre-tested 


Belting Company pre-tested leather 
, belts are in big demand because they enable 
And they 
This means that the two things that 
buyers are most interested in— lower power costs and 
more production are both assured with belts made 
by the pre-lested method. If you sell belts in the light of their being 
“just belts then you have not much to offer that cannot be matched 
by any belt maker. 


users to secure more production. 


use less power. 


And such trade is here today and gone tomorrow. 
But with pre-tested leather belts you are actually supplying your buyer 
with the most efficient power transmission known and definitely selling 
him more production and lower costs. Our Reliance, Sea Lion | waterproof}, 
White Strip (stretchless), are 


oll Chicago Belting Company 


method which is the final 
CLEVELAND RTH GREEN 
word in leather belt making. pts mms 


When we tell you that the CAPITAL LINE will move 
faster, give you a quicker stock turn-over and bring a big in- 
crease in your sales of industrial brooms and_ brushes 
we know what we are talking about! 


Our Jobbers Know the Real Facts! 


Our claims of superiority for CAPITAL Brooms and Brushes are 
based on the facts given us by our jobbers, who know from long ex- 
perience that the CAPITAL Line sells easily against any competi- 
tion, and builds a steady, profitable business. 


If you are not handling the CAPITAL Line, write us for our 
sales plan. Learn about our business-building selling co-operation. 


Catalog 17, describing the CAPITAL Line, 
sent Free on request. 


Indianapolis Brush & Broom Mfg. Co. 


126 Brush St. 


Indianapolis, Ind. 


CAPITAL 
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“SATISFIED” 


That Is What You Will Say After Trying 


Cc. D. RAILROAD UNIONS 


The Unions With the Brass Valve Seated Disc 
NO GASKETS REQUIRED 
DURABLE, ECONOMICAL AND SAFE 


ILLINOIS MALLEABLE IRON Co., CHICAGO, ILL. 


Manufacturers of a Complete Line of MALLEABLE AND 
Made of Heavy Pattern Alr CAST IRON PIPE FIVTINGS Write for Catalogue 


Furnace Malleable Iron 


File 


Insurance 


The Highest 
Grade File Made 


“The File You Will Eventually Use’’ 


DELTA FILE WORKS, PHILADELPHIA, PA., U. S. A. 
Rit LS aur 
Swartwout 
e ° LL drills look more or less alike to the me- 
S t e am sy e Cl alti e os chanic—until he lays his hands on a “U. S.” 
p Portable Electric. Then it’s different—something 
in him responds to the perfect balance, the light- 
ness and ease of handling—all the factors that 
ONSISTENTLY adver- point to fine tool craft. Jobbers and dealers write 
P ; for interesting trade proposition and ask for cat- 
tised for years in lead- alog 20-P. 
ing trade journals to con- 
Separators sumers and dealers. 
UNITED STATES 
Oil Long known to all users ELECTRICAL TOOL CQ 
Air of high pressure steam. CINCINNATI, OHIO, 
Traps Your salesmen can take District Sales Offices and Service Stations 
Steam orders and be assured of Boston Detroit Milwaukee Philadelphia 
Exhaust Heads Columbus 
Cast Iron Most jobbers stock Swart- 
Strainers wout Traps and Junior Feed 
Sediment Water Heaters. 
Feed Water Heaters 
Swartwout Steam Special- Complete st 
Open Type 
ties made exclusively by carried in 
THE SWARTWOUT COMPANY 
Cleveland, Ohio 
Successors to The Ohio Body & Blower Company Standard . TE UNTEESTATES 
Tos 
Plants at : 
Cleveland, Ohio Orrville, Ohio 
The Good Mechanic Knows! 
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WITH TOLEDO TOOLS 


on a big contract job. 


it, with not a moment lost. 


most efficient pipe tools in use today. 


MACHINE Co. 


AN EXAMPLE OF EFFICIENCY 


Here is an excellent example of efficiency with Toledo Tools 


This picture taken in the basement of the new Shelton Club 
Bldg., a new 30 story structure being erected in New York 
City, shows a “TOLEDO” Power Drive, operating a 
“TOLEDO” Pipe Cutter cutting off 8” pipe. A ‘““TOLEDO”’ 
No. 3 tool is ready to be swung onto the cut end to thread 


“TOLEDO” PIPE TOOL EQUIPMENT 


eliminates lost moments and unnecessary labor. The thou- 
sands of contractors now depending on ‘““TOLEDOS” to cut 
and thread pipe, will testify to ‘““‘TOLEDO” superiority in 
the pipe tool field. They are undeniably the most perfect, 


THE TOLEDO PIPE THREADING 
TOLEDO, OHIO 


NEW YORK OFFICE, SO Church Street 


This new “TOLEDO” 
Catalog G is now 
ready for distribution. 
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TRANSMISSION MACHINERY 


HE Caldwell line is complete. Bear- 

ings—heavy, properly designed, and 
well finished. Pulleys of ample weight 
and accurately turned. The entire line 
has achieved outstanding recognition 
under hard service. 


Let us figure on your requirements. 


H. W. CALDWELL & SON CO. Linx-BELT Company, Owner 


Dallas, Texas, 709 Main Street—Chicago, 17th Street and 
Western Ave.—New York, Woolworth Bldg. 


CANLID W/ 15 IbIL 


INJECTORS 


500,000 


satisfied users of U. S. Automatic 
Injectors requiring repairs and re- 
placements, together with an as- 
sured and proper profit to the job- 
ber through our established resale 
prices, make U. §S. Automatic 
Injectors a satisfactory and profit- 
able line for any jobber to handle. 


American Injector Co. 
DETROIT, MICH. 
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A New Selling Plan to Aid 


Here is the Libbey plan to aid every mill supply 
jobber and dealer. 

We have prepared a campaign of direct mail to 
reach every engineer in the United States. We want 
to work with mill supply jobbers and dealers in 
reaching their particular prospects. We have a mes- 
sage to give to every engineer of an American 
achievement backed by the most sweeping and un- 
conditional guarantees itis possible to give. We are 
showing samples of the various piecéés of direct mail 
literature which we will begin sending out this 
month to a list of engineers in your territory. Eact-. 
one of these pamphlets tells a definite story about 
Libbey Gauge Glasses. 

You will be kept advised as to when each of these 
pieces of literature is sent. All inquiries -tcceived 


LIBBEY GLASS MANUFACTURING 


Made in ‘ 


Worthy of the World's Respect 


LIBBEY 
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Sales Co-operation 


Mill Supply Jobbers and Dealers 


will be turned over to the jobbers in their respective 
territories. You may share in making up the mailing 
lists to whom they are sent. You may share alsoin 
the results of this campaign which will become man- 
ifest in increased sales and profits. We are ready and 
willing to make this investment in a co-operative 
effort to increase your business and ours. 


We know we have a product that is worthy of the 
confidence and respect of every mill supply jobber 
and dealer and every engineer in the United States. 
Please write us immediately, sending a list of pros- 
pects in your territory so that they may be on our 
mailing list. There is no obligation of any kind ex- 
cept an opportunity to join your efforts with ours 
for greater profits. Write us today about this 
intensive campaign. 


COMPANY OHIO 


The Good Right 


Arm 
of American Industry 


IGH PRESSURE 


Gauge Glasses 
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The user of “The Reeves” Wood Split 
experiences a 
sense of security against the possibil- 
ities of any power transmission break- 


Pulley 


down. 


He knows that “The Reeves” Pulley 
is correctly designed, properly con- 
structed and evenly balanced. 


powerfully 


He is aware that “The Reeves” Pulley 
is built of select hardwood. Each rim 
segment is glued and nailed. Face 
is turned true to the bore, hence the 
pulley runs perfectly true and stays 


true. 


And, finally, he 


What Better Pulley Could 
You Expect to Handle? 


REEVES PULLEY CO. 


Columbus, Indiana 


WOOD 
SPLIT 


PULLEY 


He has discovered how promptly and 


respond when 
emergency demands a sudden load. 


it will 


realizes that the 
admirable balance and symmetry of 
“The Reeves” Pulley means, steady 
transmission of power, efficient serv- 
ice and economical upkeep. 


comfortable 


“Be Sure it’s a ‘Bond’ with Electrically Welded Steel Collars” 


The Automobile 
Paved the Way 

For Transmission 
Roller Bearings— 


As with many other mechan- 
ical improvements, the automo- 
bile served as a subject for ex- 
perimentation in wheel bearings. 
Common bearings gave way to ball bearings, and they, 
in turn, owing to the fact that ball races could not 
stand the cutting wear, were replaced by roller bear- 
ings. 

Many Manufacturing Plants Are 

Twenty Years Behind the Times 


There is a surprising number of plants, modern in most 
respects, that are using bearings of the period of twenty 
years ago. And just as these bearings proved damag- 
ing to the automobile, they are now proving damaging 
to the cost of production in the plant. The reason is 
simple—they harbor that thief in the dark, that unseen 
drain of power called friction. 


Bond Split Roller Bearings 
Offer the Logical Solution 


Bond Split Roller Bearings are simple, self-aligning, 
dust proof and durable. Finely ground and fitted, it is 
impossible to put the two halves together wrong on the 
shaft. They fit standard hanger frames and take up 
wear on shaft caused by old style bearings. Save 40% 
to 50% of power loss due to friction. 
Your Opportunity in the Sale 

of Bond Roller Bearings 


consists of new installations of power transmission 
equipment, as well as the thousands of older plants that 
still use old style bearings. Our advertising appearing 
in industrial publications is causing many plant owners 
and managers to change over to Bond Roller Bearings. 
This business is done through jobbers as far as pos- 
sible. If you want to share in it, write at once for 
prices, discounts and sales literature. 


Bond Foundry & Machine Co. 
Manheim, Lancaster County, Pa. 
Chicago Office: Reeves Bond Sales Co. 


Clinton and Monroe Sts. 


New York Office: Bond Foundry & Machine Co. 


73 Lafayette St. 


Patented and Patents pending 
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Right Now, More 
Than Ever Before, 


the dealer who would make the most of 
his opportunities must render his trade 
a service of the highest order. 


When he sells Power Transmission 
Machinery it must be of such a char- 
acter that it will remain sold. There 
need be no anxiety on this score if he 
represents a line whose manufacturer 
stands back of it, and who represent in 
precept and practice those standards 
which mean integrity of purpose and 
reliability of product. 


These are the principles upon which 


rT. E> . 
THE OO LINE 


SONS CO. 


of Power Transmission Machinery has 
been developed through sixty-six years 
of practical experience and intimate 
contact with every problem confronting 
the user of power. 


Let our Engineers assist you in de- 
termining the proper appliance to best 
serve your customer’s purpose. 


Ask for Catalog No. 55. 


T.B.Woods Sons hambersburg Pa. 
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Ask Your Prospect If He Would 


Tolerate An Engineer Who Wasted Half His Steam 


ONE of your customers would tolerate for 
long an engineer who tied open the safety 
valve and let one fifth to one half of his steam— 
his power—go to waste. Yet many of your custom- 
ers are tolerating an equal waste day after day if 
they are using plain-bearing line-shaft equipment 
for it delivers to the working part of a plant only 
50 to 80 per cent of the power developed by the 
engine or motor. 


None of your customers can afford to continue 
letting 20 to 50 per cent of his power go to waste 
in bearing friction which serves no useful pur- 
pose, but, on the contrary, means the rapid de- 
struction of bearing linings, shaft wear and high 
lubrication and maintenance costs. 


Skayef self-aligning ball-bearing hangers and pil- 


AN 


GERS 


(IMPROVED TYPE) 


low blocks not only reduce this waste by 60 to 
80 per cent but also effect an 80 per cent saving 
in lubrication and maintenance costs as SKF 
marked self-aligning ball-bearings are free-run- 
ning, non-wearing and require lubricant only at 
infrequent intervals. 


The 15 to 35 per cent reduction in power costs 
which Skayef equipment effects pays the cost of 
a changeover within two years, yielding a 50 per 
cent return on one’s investment thereafter. 


Can your customers afford to waste 15 to 35 per 
cent of their coal and can you afford to overlook 
the attractive sales opportunities of Skayef ball- 
bearing power-transmission appliances? Full 
particulars of our jobber-dealer proposition 
gladly mailed on request. 


165 Broadway 
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Scientific Heat 
Treatment puts extra 


trength in the teeth 


frame and rivet from all strain 


MOORE strength 


Accurately constructed — sturdily built-- MORCO Stillsons are more than 
ordinary. For they bear the brunt of service as no ordinary wrench can. 
Its the MORCO special features which insure long life—freedom from 
replacement —and satisfied users. 


MORCO Stillsons go over your counter to add another word of praise for 
your store and the products you carry. 


MOORE DROP FORGING CO. 


Sprin$field,Mass.US.A. 
74:76 Murray St M RC oO 


Chicago Office STILLSON WRENCH 
34 N. Clinton St. THE ORIGINAL STILLSON PATTERN PIPE WRENCH 


London Office 
27-28 Anning St., E. C 


Paris Office 
18 Rue Corbeau 
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Get This Valuable Book! 


Medart Catalog No. 43 includes tables for computing 
strength, horsepower capacities and sizes of shafting for 
various needs. Suggestions are made for the most ad- 
vantageous use of couplings, hangers, bearings, clutches, 
pulleys, rope drives, etc. Rules are given for figuring gear 
speeds and diameters. These and many other facts make 
it a very valuable book. Well illustrated. Convenient 
pocket size. 


Send for Your Copy Teday! 


Everything in Line Shafting Equipment 


‘““Medart” means everything in line shafting equipment—shafting, 
couplings, collars, hangers, bearing supports, gearing, friction 
clutches, rope sheaves, belt tighteners, fly wheels, etc. Immediate 
service—always—on your everyday transmission requirements. 


Submit specifications for estimate. 


THE MEDART COMPANY 


(Formerly Medart Patent Pulley Co.) 


General Offices and Works, St. Louis, U. S. A. 


Offices in Chicago, Philadelphia, Pittsburgh and New York 


Office and Warehouse in Cincinnati 


Dro p Hanger. 
brace, four-way adjuster 


2MEDAR®> means EVERYTHING “LINE SHAFTING EQUIPMENT 
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A Good Seller 


O-B Gate Valves have for years been making a name 
for themselves among Plumbers and Steam Fitters. 
Numerous reports have been received about their 
service records. For instance, the other day we heard 
about one O-B Gate Valve being turned off and on over 
30,000 times and still functioning as good as ever. 


It is records such as this that are making friends for 
O-B Valves. 


Are they in your stock bins? 


the Ohio (R) Brass 


Mansfield Ohio.USA. 


NEW YORK, 50 Church Street PHILADELPHIA, TO Witherepeen Bldg. CHICAGO, 343 So. Dearborn Street 


WM. P HORN CO., Pacific Coast Agents San Francisco Portland Seattle Los Angeles 


TOOL HOLDERS 


Leaders Now and For Twenty-five Years 
The Only Complete Tool Holder Line 


Often Imitated But Never Equaled 


OTHER TOOLS WE MAKE 
Drop Forged Wrenches, Chain Pipe Wrenches, Clamps, Ratchet Drills 


Have You a Catalog? 


Armstrong Bros. Tool Co. 


“The Tool Holder People” 
305 N. Francisco Ave. Chicago, U. S. A. 
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Bunting Jobbers 
Do a Real Bar Business 


ILL supply jobbers’ The big national advertising 
who are stocking campaign in The Saturday 
Bunting Phosphor Bronze Evening Post and all im- 
Cored and Solid Bars find portant trade papers, sup- 


that their customers know ; : 4 
and appreciate the high porting Bunting products is 


quality of the product. For making business for every 
years machinists have recog- Jobber who can deliver the 
nized Bunting Phosphor g00ds. Bunting Bars come 
Bronze as the most satisfac- in 31 stock sizes. Write for 
tory bearing metal. stock list 9. 


Bunting 
Phespher Bronre 


THE BUNTING BRASS & BRONZE COMPANY 


This counter card reminds 
TOLEDO, OHIO the store shopper that you 
have Bunting Bars sell. 
Branches and Warehouses at 
This and other sales helps 
NEW YORK CLEVELAND CHICAGO SAN FRANCISCO BOSTON . 
245 West 54th St. St. Clair Ave. N. E 722 Michigan Ave Second Street Oliver Street ive generously supplied te 
Circle Os44 Main S99. Wabash 6245 Main S4S8S ul Bunting psobhers. 
14 
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Cuts Grinding Costs In Half 


Picture this: In a large automobile plant. Finishing 110 pis- 
tons per dressing. A Sterling Grinding Engineer studies 
the operation and recommends a certain Sterling wheel. It 
is given a test run and does 220 to 240 pistons per dressing. 
He cut grinding costs in half. 

Here’s another picture: Another automobile plant. Finish- 
ing fifteen bearings per dressing. Sterling Grinding Engi- 
neer with Sterling wheels runs this up to thirty-three— costs 
cut more than half. 


‘One more: Finishing thirty-eight knuckles per dressing. Sterling 
Grinding Engineer with Sterling wheel boosts this to 107— almost 
three times over! 

Think what this kind of work means to the mill supply jobber—it is 
not merely getting orders; it is business-building of the highest type 
and most permanent character. 

It offers to mill supply jobbers entirely new profit-making opportuni- 
ties. Write to us for the details of the strong policies that are sup- 
porting the Sterling Grinding Engineers—of the way these policies 
affect you. 


The Cleveland Stone Co: 


CLEVELAND, New York and Boston 


Sterling Grinding Engineer 


A Complete Source 
of Supply 


“Cleveland” Grindstones 


Power or Hand Operated 
Mounted and Unmounted 
Iron and Wood Frames 
Comimutator Stones 
Oil Stones 
Etc. 
Sterling Abrasives 
Sterlith Wheels 
Sterbon Wheels 
Vitrified Wheels 
Silicate Wheels 
Elastic Wheels 
of every size and shape 
Sterbon Round Knife Sharp- 
eners 
Sterbon Abrasive Files 
Sterlith Scythe Stones 
Sterling Bricks 
Sterling Grinding Machinery 
Jench, Floor, Swing Frame 
and Wet Tool Grinding 
Machinery 


The Sterling Grinding 
Wheel Co. 


Division of The Cleveland 
stone Co. 


THE STERLING GRINDING WHEEL CO., Tiffin, O., and 30 N. Clinton Street, Chicago 


L. Best Co., Inc., New York Distributors 


STERLING ABRASIVES 
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WALWORTH 


“Why Does Walworth Make So 
Many Different Items?—Why 23,0002” 


a manufacturer asked us 


Eighty years ago Walworth set out to main- 
tain a line of manufactured products that 
would take care of every industrial need for 
valves, fittings and installation parts. That 
meant two or three hundred different items. 


Today Walworth has to make no less than 
23,000 such items to maintain a complete line. 


But that means that you can sell a manu- 
facturer—in a single order of Walworth 
products—practically everything he needs 
for any piping jnstallation or its upkeep. 


It means a simplification of details for you 
in ordering, checking, assembling and paying 
for hundreds of different items from one re- 
sponsible source — Walworth. It means a 
better co-ordinated power plant or heating 
system to the man who buys from you. 


And that’s why we emphasize the com- 
pleteness of the Walworth line of 23,000 dif- 


ferent items for steam, water, gas, oil and air. 


WALWORTH MANUFACTURING CO., Boston, Mass. 


Plants at Boston and Kewanee, III. 


Chicago Cleveland Kewanee, Ill. London, Eng. New York 


Philadelphia Portland, Ore. Seattle San Francisco Youngstown 


WALWORTH INTERNATIONAL CO., NEW YORK, Foreign Representative 


23,000 Different Items 


Valves, Fittings, Tools for Steam, Water, Gas, Oil and Air 
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Internationally Known 
and Used 


Are Serving and Saving Throughout 
The Civilized World 


HERIEVIER industry flourishes: wherever ships sail the seas: 
wherever a mine penetrates the earth or a locomotive runs,— 
there vou find GARCO ASBESTOS PRODUCTS doing the same 
consistent, satisfactory job, that long ago brought to GARCO an 


international reputation for Quality! 

i 

GENERAL ASBESTOS & RUBBER CO. li 

Main Offices and Factories: Charleston, S. C. ; 

B New York, 299 Broadway; Chicago, 14 North Franklin St.; i 
E Pittsburgh, 311 Water St. | 


Canadian Distributors: Canadian Asbestos Co., Montreal, Can. 


GAR 


PRODUCTS 
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Flange Couplings 


Finished all over ‘with drilled holes and tight-ftting turned coupling 
Bolts. Exceptionally heavy and designed for severe service. All 
standard sizes carried in stock. 


Jones Keyless Compression Coupling 


Jones lain Rigid Pillow Block | 


Jones Universal 
Drop Hanger 


W. A. Jones Foundry & Machine Company 


Main Office and Works: 4411 West Roosevelt Road, CHICAGO 
Branches: New York — Pittsburgh — Buffalo — Milwaukee 


Power Transmitting 
Machinery 
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Lower the 


Drilling Cost 


It is, of course, the invisible costs of drilling and ream- 
ing that make up the real expense involved in the pro- 
duction of holes. 

It is in the marked reduction of these invisible costs 
that Whitman & Barnes twist drills and reamers al- 
ways distinguish themselves. 

It is a fact, easily verified, that wherever is found 
a manufacturer using “W & B” twist drills and reamers, 
is also found drilling and reaming practice of unusual 
economy and efficiency. 

In the last analysis this is explained by the fact that 
cost items such as drill breakage, regrinding, excess 


power, and labor loss are kept at a very remarkable 
minimum with “W & B” twist drills and reamers. 
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BUCYRUS 


Where Whitman & Barnes Excel 
on ““Toughest’”? Operations 


The Bucyrus Company, of Bucyrus, Wis., 
is known the world over as one of the 
oldest and largest manufacturers of heavy 
excavating machinery. 

Bucyrus equipment is used on the world’s 
greatest engineering projects. 

All Bucyrus machinery is characterized 
by its ruggedness in design and material, 
for service under the most severe condi- 
tions. 

The Bucyrus spreader plow illustrated 


above is a typical Bucyrus product. It will 
do the work of 8,000 men, in one working 
day. 

Whitman & Barnes high speed drills are 
selected by the Bucyrus Company for 
drilling the massive castings which go into 
this machinery. 

We know of few operations where require- 
ments on twist drills are greater, or where 
the familiar excellence of “W & B” drills 


and reamers has been more pronounced. 


“W & B” Warehouses 
64 Reade Street, New York City 
565 W. Washington St., Chicago, II. 
139 Queen Victoria St., London, E. C. 4 


AKRON, OHIO 
Manufacturers of TWIST DRILLS AND REAMERS Exclusively 
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QUPPLIES 


ADS 


TEST SPECIAL sectrine 


The group of belts illustrated above are giving unusual service in 
the lumber mill of the Brooks-Scanlon Corporation, Eastport, 
Florida. The various machines used in the finishing of lumber: 

i Planers, edgers, matchers, etc., are all driven by Test Special Rub- 
ber Belting. 


Drives such as these test the staying qualities and efficiency of a 
belt. High speeds over small pulleys, intermittent loads, idler pul- 
leys and a minimum of supervision and care of the belt equip- 
ment. 


= 


Test Special Rubber Belting, because of its flexibility, lack of ex- 
cess stretch, pulley grip, and waterproof qualities, is a most satis- 
factory and economical belt for all drives in the lumber mill and 
woodworking plant. 


For the purpose of assist- 
ing belt users to figure 
their requirements, we 
have prepared a booklet, 
a “Belt Engineering”, con- 


taining formulae and ta- 
bles for calculating 
speeds, horse power, etc. 
Copy will be sent on re- 
quest. 


- NEW YORK BELTING & PACKING CY. 


New York Boston Chicago Philadelphia 
Pittsburgh St. Louis Salt Lake City San Francisco 


When writing to Advertisers please mention Mitt Supplies. 
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EFFREY No. 


Square Shank Pin ‘‘Hercules’’ Chain 


Note Square 
Shank Pin 


Construction 


The No. III “Hercules” Chain is designed 
particularly to meet the demands of hard 
service in handling gritty, abrasive and 
corrosive materials, and for heavy duty 
Elevators and Conveyors. 


Extra metal is added where the barrel comes in 
contact with the sprocket tooth, greatly increas- 
ing the life of the chain. 


The barrel of the chain contains a cavity 
that can be filled with graphite grease for 
conditions that necessitate a self-lubricat- 
ing chain. 


The hard smooth steel pins fit into perfectly 
square holes. The bearing surface is the full 
width of the pin. There is no rocking motion in 
the side bar. 


Your Customer’s elevating and conveying demands can be economically met with 
Jeffrey Chains and attachments, Buckets, Sprockets, Spiral and Belt Conveyors and 
Fittings, etc. 


Write for our Dealer’s Proposition. Address Mill Supply Department. 


The Jeffrey Mfg. Co. Columbus, Ohio 


Agents Carrying Stock of Jeffrey Standard Chains, Etc. 


Keith-Simmons Co.—-Nashville. Tenn, 


968-99 North 
Fourth Street 


H,. C, Freeman Co.— Boston, Mass. 


Cotton States Belting & Supply Co. Atlanta, Ga. Ingersoll-Erskine-Healy, Ine.—Rochester, N.Y, 
Georgian Supply Co.—Savannah, Ga. & Jacksonville, Fla Syracuse Supply Co.—syracuse, N. Y 
Hyman Supply Co.—New Bern & Wilmington, N. © 


Chas. Millar & Son Co.—Utica & ‘Binghampton, N. Y. 
Standard Supply Co.—New Orleans, la 4 


Ryther & Pringle—Carthage, N. Y 
Mill & Mine Supply Co.—Mulberry & Lakeland, Fla H,. P, Weller Co.—Erie, Pa, 


Briggs-Wenver Machinery Co.-—liallas, Tex. Carey Machinery & Supply Co.— Baltimore, Md 
San Antonio Mach, & Supply Co.—San Antonio & Waco, Texas Jasperson Supply Co.—st. Marys, Ohio 
General Machinery & Supply Co.—San Francisco, Cal. The Wirthlin-Mann Co.—Cincinnati, Ohio 

Salt Lake Hardware Co.—Salt Lake City, Utal Smith-Courtney Co.—Hichmond, Va. 

FE. C. Horne Machinery Co.—-Denver, Colo The Noland Co.—RKoanoke, Va. 

American Supply & Machinery Co.— Crmiaha, Taylor-Parker Co.— Norfolk, Va. 

Standard Tool & Supply Co.--Kansas City, Mo, Moore-Handley Hdw, Co.—Pirmingham, Ala 
Feenaughty Machinery Co.— Portland, Ore. J. E, Dilwerth Co.—-Memphis, Tenn, 


Steel Helicoid Continuous Flight Conveyor, and Steel Spiral Sectional Conveyor, 
and Fittings, Manufactured and carried in stock. 
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Steel and Malleable lron Kievator Buckets 
for handling all kinds of material. 


When writing to Advertisers please mention MILL Suppiies. 
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The CHICAGO Line 


Power Transmitting Appliances 


-Every Appliance Necessary to Transmit Power 


DAGGETT BALL BEARING LOOSE PULLEY 


You'd sell them too if you could personally 
go over our sales records and note the number 
of DAGGETT Ball Bearing Loose Pulleys 
being sold (giving satisfaction we know by 
repeat orders). 


Note the trouble and expense they are elim- 
inating; no dripping of oil—noiseless—dust 
proof—highly balanced—run at any speed— 
require lubricating only three or four times a 
year — guaranteed to the satisfaction of the 


user. All mills and factories have loose pulley 
troubles. 

There is no trick in installing the DAGGETT 
Ball Bearing Loose Pulley; simply place it on 
the shaft and tighten one setscrew. 

Every pulley is tested and filled with lubri- 
cant—enough to last six months—before leav- 
ing our factory. Clean as a whistle and can- 
not wear the shaft. Suitable for Machines, 
Counters, Mules, Idlers and Friction Clutches, 
and profitable for any dealer to handle. 


Dealers’ Proposition on Request 


Chicago Pulley & Shafting Co. 


Main Office: 
40 So. Clinton St., 
Chicago, Ill. 


Factory: 
Menomonee Fails, 
Wisconsin 


When writing to Advertisers please mention M1Lt Supp.ies. 
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“PIONEER” 
STEEL SHAFT HANGER 


Patented 


“THE PIONEER’, as its name indicates, was the first successful 
steel shaft hanger ever made. 


Having graduated from the school of experience, the 
‘““PIONEER”’ of today is perfect—hence its wonderful success as 
testified to by several competitors recently following our lead. 


Stock the “P IONEER”’, the original, the genuine steel hanger. 


We also make Bench Legs, Pillow Blocks, Couplings, Collars, 
etc. Ask for catalogues and prices on the full line. 


Standard Pressed Steel Co. 


Jenkintown, Pa. 


(THE “PIONEER” STEEL HANGER PEOPLE) 


When writing to Advertisers please mention Mitt Surriigs, 
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HEWITT 


Transmission Belting 


The conscientious distributor of Belting is always interested in the 
transmission needs of his customers. 


Any given power installation may produce all the energy for which 
it was designed, but 


If the energy cannot be delivered to points of usage in full flow and 
continuously, then 


There will follow a sharp decrease in machine speed and shrinkage 
in production, which means a costly addition to overhead. 


HEWITT Transmission Belting is made in four brands, each espe- 
cially designed to meet the full requirements of its particular field. 


For Extreme Service HEWITT MONOGRAM 

For Heavy Duty—such as main 

drives HEWITT HEAVY DUTY a 
For General Purpose Work HEWITT “TRIPLE H” 


For High Speed Work, as small 
pulleys on woodworking machin- 


ery, motors, blowers, etc. HEWITT LIGHTNING HIGH SPEED 


We have some territory open for Distributors. 


Better write us today. 


HEWITT RUBBER COMPANY 


Factory and Executive Offices 


Buffalo New York 


When writing to Advertisers please mention MiLt SuppPLies. 
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SUPPLIES 


; are standard, the fittings 


to the manutacturer Cannot clog up or 


— 


HOW TO LOWER YOUR COSTS 
AND MAKE MORE MONEY 


Quicker Plating—Better Finishes, Cleaner Raw 
Material Results From Sand Blasting 


Leiman Bros. Sand Blasting Outfits provide an inexpensive means of 
doing work which is now expensive, dangerous and not at all satisfactory. 
They prepare the surface of all articles that are to be plated—prepare it 


so that the time of plating is materially cut down, current 
saved and a more durable plate secured. The sand blast also 
provides an attractive finish in matt, satin finish or frosted 
effects on metals, celluloid, fibre, wood or other materials. 
Mention the names of all well known and widely advertised 
articles and you have the users of these machines. 

Any quantity of production can be taken care of rapidly— 
any shape, size or material—we make a number of different 
sizes to fit all conditions. 


SAND BLAST 


Low in price—inexpensive to operate—a pail of sand lasts 


LEIMAN BROS. 
Automatic 
CONTINUOUS FEED 


being quickly and cheaply renewed if required without sending 
vet out of order easily—in fact it is made so that anyone 


can understand it at a glance and secure the most satisfactory service at once. 


for many days. 


Get Catalog 


Watts Bros. Tool Works 
Makers of Drills, Chucks 
ind) Patented Tools 
Turtle Creek, Pa. 
“The results we have ob- 
tained from your equip- 
ment have been very sat- 


isfactory and have solved 


all of our problems to a 
nicety.” 


FULL INSTRUCTIONS GO WITH EACH OUTFIT 


NO MATTER 
WHAT YOU 
MAKE 
CONSULT 
WITH US 
ABOUT 
SAND 
BLASTING 
WE'LL BOTH 
PROFIT IF 
YOU DO 


ROTARY POSITIVE 
N O I S E L E S S PRESSURE BLOWERS 


No need to continue to use a noisy blower—one that disturbs the 


whole shop. 


Every line of manufacture needs g NOISELESS 


blower—No matter what make you now use, if it disturbs your shop, 


it reduces production. 
and appliances. 


Leiman Bros. 


Patented 


ROTARY 
finest clothing factories. 


select by expert discrimination. 
also by what others say in every line. 


Peet Bros. Mfg. Co Soap Carter's Ink Co 
Heywood-Wakefield Co., — Furni Eagle Pencil Co. 
ture F 
7 For pumping air or 
cal Work I gas tor agitatiny plat- 
I fy. Co. ing solutions, for sand 
Oi | 
blasting, soldering 
& ( Name picked a 
brazing, fil g bottles 
feedinys yaper in 
printin 


PREVIOUS BLOWER WAS NOISY 

but Winter Bros. Co., manufacturers of taps and 
dies, Wrentham, Mass., say “This (the new 
Leiman Bros. air pump) has been operating sat- lace 
isfactorily and has saved us considerable annoy- 1 few 
ance because the one of another make previously ane 
used was very noisy while yours operates very 
quietly.” 


LEIMAN BROS. 


! Here's one that’s noiseless, efficient, power- 
ful and increases production—used with all makes of gas furnaces 


AIR PUMPS 


heat the pressing irons and machines of the world’s largest and 
INTERNATIONAL TAILORING CO.— 
BLACK-KENYON and others—leaders all—they investigate and 
You can profit by this selection— 


Manufacturers 


NEW YORK 


60-OA Lispenard St., near Broadway & Canal St. 
MAKERS OF GOOD MACHINERY FOR 35 YEARS 


When writing to Advertisers please mention 
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| Bearing Tests For 
@) STEWART MFG. CORP 


| 
This chart shows the results up to - 
a pressure of Ibe, per sq. in. ofa — Made at Cornel! University | 
test conducted by Frolessor M 
Sawdon, of the College of Engineer- | | | Ithaca. NY. 


January 1923 
Olsens Cornell Bearing Testing Machine 
Nickel Steel Journal,33” 
Surface Speed 275 ft. PM. 


ing of Cornell University. 

A high grade mineral oil was used 
as lubricant, applied to bottom of the 
shaft. Lubrication and all other con 
ditions were the same for each metal 

he bearings were put on, one ata 
time, and thoroughly worn in. The 
friction and temperature rise of each 
metal under each load were noted and 
plotted. The result was a remarkat le 
demonstration cf the bearing quality 
of Stewart Brons Metal 


| BRONZE 


00400] | 


COEFFICIENT OF FRICTION 


| 200 400 600 


| | 
| t LOAD IN LBS. PER SQ.IN 
| 


Are You Buying 
Bearing Quality? 


Add an — and OOK over the plotted result of this remarkable bearing metal test. 
save Made by a disinterested scientist, it is conclusive evidence that 
The ordinary bar of bear- 
ing metal is 12” lon. Stewart Stewart Brons is the perfect bearing metal; that Stewart has dis- 
a Sea covered the long sought secret — the perfect amalgamation of copper 
all OVer. lat eXtra inch gives . . . 
you 12 full inches of bearings and lead in any desired proportion. 
with amp'e room for tool clear- Consider what that means, as this competitive test proves, to users of bear- 
sides the labor and overhead ing meta - 4VowW—withn the advent of otewart Drons—you get the best bearing 
of machining quality known. 
The average saving for every {1} Stewart Brons: Provides remarkable bearing quality through an 


user of Stewart Brons is about 
50%, of the bearing metal. and S 
a big saving in bearing costs {2} Its melting point is 1700°F.; remember ordinary babbitt melts at 
400’ F. 
{3} At 600°F. it sweats a little lead and so lubricates itself should 
lubrication fail. 


{4} Will not burn out or score a shaft up to 1000°F.—is uniform in 


unusually low coetlicient of friction. 


texture; the interfusion of copper and lead makes it homogeneous; the 
union of the metals become seven closer with successive remeltings. 
Stewart Brons Metal is made in four grades: “B” 25 Brinell; “C” 40 Brinell; 
“D” 50 Brinell; “E” 80 Brinell {a special metal for heavy service}. 258 stock 
sizes of bars and bushings, 13” lengths, finished all over. 


| \ Our proposal io jobbers is very attractive. Write for details. 
4 
| 2 STEWART MANUFACTURING CORPORATION 
4 4504-89 Fullerton Avenue Chicago, Illinois 
| \ = Or communicate with our nearest factory representative 
| \ L. RUPRECHI OLFS C.W. ROOT 
| 30 Church Street 7321 Woodward Avenue 57 brie Street 
\ “ New York, N. Y. Detroit, Mich. Milwaukee, Wis. 
J. FRANK LANNING & CO. E.P. GRISMER 
327 birst Avenue 1986 FE. 66th Street 


Pittsburgh, Pa. Cleveland, Ohio 


Jsearing Metal 


The Perfect Metal for Bearings 
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WICKWIRE SPENCER 


WIRE ROPE 
| From Ore to Finished Product 


| From Wickwire mines in Michigan, across 
| the Great Lakes in Wickwire ore boats to the 
Buffalo steel mill, and the process of making | 
Wickwire wire rope is begun. | 


Selected steel, carefully drawn and tested 
wire and correct construction insure you a 


stock of wire rope that will please your present 
| customers and make new friends for your 


business. 


You can count on 
Wickwire Spencer 
service at all times 


Wickwire Spencer Steel Corporation 
41 East Forty-second Street, New York 


Worcester Buffalo Detroit Chicago San Francisco 


When writing to Advertisers please mention Mitt Supp igs, 
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DUMORE 


CATALOG PAGE 


Type A Drill 


Sensitive, accurate, 
portable. Drilling 
range, .004” to1/8”. 
Equipped with 
sturdy universal 
type motor, oper- 
ating either 
alternating or di- 
rect current. A 
quality tool rea- 
sonably priced. 


No. 2-BD Drill 


Bench type. Capacity 
1/4” in steel. Drills to 
center of 8” piece. Rack 
and pinion feed. Adjust- 
able table. 


Type A Motor 
Stripped 


Type D 
Motor 


The Trail Has 
Been Blazed! 


A recognized high quality and 
consistent advertising, have giv- 
en the word DUMORE a real 
merchandising value. Those 
who sell DUMORE tools and 
equipment are soliciting a re- 
ceptive market where the work 
of introducing the product has 
been completed. It remains for 
the jobber to form a tie-up to 
the advertising which is building 
an ever increasing prestige for 
the DUMORE line. 


In a varied line of industries 
DUMORE tools have been adopt- 
ed as the easy solution to diffi- 
cult problems. For the econom- 
ical handling of drilling and 
grinding jobs they are being ac- 
cepted in ever increasing num- 
bers. The user is always sure 
of completing his job when he 
uses DUMORE equipment. 


There is a big opportunity for 
the jobber of hardware and mill 
supplies. A comprehensive sell- 
ing plan, liberal advertising and 
generous discounts, all contrib- 
ute to make the DUMORE prop- 
osition of especial interest to 
those who are on the alert for 
a profit-building plan on a line 
of established sellers. Perhaps 
your territory is open. 


1 


. 3 Multi-Speed 
Grinder 


No. 2-BG 
Grinder 


No. 2-CG 
Grinder 


No. 2-0G 
Grinder 


ANCiscO 
1662 Sixteenth Street 
= 


WISCONSIN ELECTRIC COMPANY 


Racine, Wisconsin 


When writing to Advertisers please mention Supp.igs, 
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But that’s what the belt was made for 


Doing rough work in the open, 
exposed to sun and rain, this 
Diamond Conveyor Belt gave 
such satisfaction that when a 
new one was needed, the buyer 


Specifications : 400 ft. of 24” 
5 ply, 4%” rubber cover, Diamond 
Conveyor Belt with Cushion 
Edge. 

Photos taken through cour- 


turned down other makes, at 
lower prices, and bought an- 
other Diamond. 


tesy of The Tractor City Sand 
& Gravel Company of Janesville, 
Wisconsin. 


Glad to give you facts and figures on belts for any kind of service 


THE DIAMOND RUBBER COMPANY, INC. 
Distributors in most principal cities 


Atlanta 
Chicago 


Branches as follows: 
New York 
Seattle 


Akron 
Dallas 


Kansas City Philadelphia 


San Francisco 


Conveyor BELTS 


Los Angeles 


rs please mention Mitt Supp vies. 
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Making Good Pipe Better 
Removing the Welding Scale 


Ordinary black  butt-weld “NATIONAL” Welding 
pipe showing characteristic SCALE FREE pipe show 
coating of welding scale ine clean, smooth surfaces 


of this modern product 


i ine constant search for, and the thorough development of, opportunities for im 
proving the product has always been a basic principle underlying the manufac 
ture of “NVPTONAL” Pipe. Constantly the aim has been to make the pipe better, 
then better, then better. 


From the mining of the ore, on through every mill operation, no phase of production 
is overlooked in regard to improvement possibilities, To be in advance is the watch 


word even in advance of actual needs or demands of the trade. 


One of the most important improvements made in recent years in pipe manufacture 
is the Welding-SCALE FREE process. This proce is applied to “NATIONAL” 
Butt-weld pipe, sizes in, to 3 in., inclusive, 


Removing the welding scale gives the pipe clean, smooth surfaces for galvanizing, 
minimizes friction losses, reduces any tendency to corrosion, and practically eliminates 
trouble cau ed by the lodging oft scale MW) Vivive the code ction of cale in 


pipe lines, 


‘“National’’ Bulletin No. 7 describes and illustrates the Manufacture and 
Advantages of ‘‘NATIONAL’’ Welding-SCALE FREE Pipe. Write for copy 


NATIONAL TUBE COMPANY, PITTSBURGH, PA. 


DISTRICT SALES OFFICES IN THE LARGER CITIES 


When writing to Advertisers please mention MIL. Supplies. a1 
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Limestone Motor Pulleys 


Special Orders for standard size 
LIMESTONE Motor Pulleys 
are shipped within twenty-four 
to forty-eight hours following, 
receipt. Larger and unusual 
sizes In proportion. 


“LIMESTONE” 


THE OHIO VALLEY PULLEY WORKS, Inc. 
MAYSVILLE, KY., U.S. A. 


Extra Heavy Iron Body Globe ship are of the best. All valves thorough- 
Valve, for working pressure up 


to 250 pounds. ly tested before leaving the factory. 


Ke 


W Dependability 


Insured with the use of 


POWELL VALVES 


For every purpose— 


High, medium or low pressures; screwed 
FIG. 256 ) or flanged ends. Material and workman- 


Write for 


Descriptive Literature 


FIG. 3420 


THE WM. POWELL COMPANY Extra Heavy Steel Gate 


Valve with Rising Stem. 


DEPENDABLE ENGINEERING SPECIALTIES For 350 lbs. working steam 
pressure 800°F. Total 
CINCINNATI, OHIO Temperature. 


When writing to Advertisers please mention M1Lt Suppiigs. 
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“the journal of quality ”’ 


AN INDEPENDENT MONTHLY JOURNAL DEVOTED TO THE INTERESTS OF THE 


JOBBERS AND MANUFACTURERS OF MILL, STEAM, 


MINE AND MACHINERY SUPPLIES 


FOUNDED IN 1910 BY ELMER CRAWFORD 


Vol. XIII 


CHICAGO, SEPTEMBER, 1923 


No. 9 


Published on the first day of each month 


, GUPPLIES 
the journal of quality’’ 
THE CRAWFORD PUBLISHING Co. 
S37 SOUTH DEARBORN STREET 
CHICAGO 
Member Audit Bureau of Circulations, Associated Business Papers, Inc., 


National Conference of Business Paper Editors, Chicago Business Papers 
Association 


B. H. CRAWFORD-McNASH, 
President and Treasurer 
CARL W. 


CLAY C. COOPER, 

Vice-President and General-Manager. 
MILLER, Secretary 
CLAY C. COOPER, Editor JOHN A. CRONIN, Assistant Editor 
Advertising—-Advertising forms containing two-color advertisements close 
on the 18th of each month preceding date of publication. Single- 
color forms close on the 20th. Rates on application. 
Subscription Rates—United States, $1 a to all 
$1.50 a year. 


year ; other countries, 
Discontinuances— Before expiration of subscription, 
subscriber. The majority of our 
file of Mitt Supriies unbroken, 
early renewal of subscriptions. 


notice is sent to the 
subscribers prefer to have their 
so the publisher earnestly requests an 


Entered as second-class matter, August 3d, 
Chicago, Illinois, under 


1917, at the 
«ict of March 3, 1879. 


post office at 


Copyright, 1923, by The Crawford Publishing Co. 


HOME 

Marion, O., 
Weary was he, and he comes to rest 
In the old home town he loved the best. 
Home where the kindly neighbors take 
Him back again for the old sake'’s sake, 
And the village streets and quiet farms 
Fold him again in their loving arms. 
Lingering notes of the church bells 
Call him now for the last, long time. 
Sheaves he brings in his folded hands 
To clustered roofs and green flung lands— 
Sheaves of glory and wreaths of fame 
And the immortelle Ss of a deathless name. 
Greater crown than ever was king's 
Home in his folded hands he 
Plume and scepter, he lays them down 
With tired heart in his old home town. 
—John S. MeGroarty, Los Angeles Times. 


DEATH OF PRESIDENT HARDING 

Death blessedly came to President Harding in- 
stantaneously, without a moment’s time for fear or 
pain, and to our country as a bolt of lightning from 
the blue. The alarming news of his illness was fol- 
lowed by assurances of his ultimate recovery. So 
the world was totally unprepared for the word 
flashed, announcing that his great work was finished. 

The United States was shocked and grieved to an 
unprecedented degree, and the reasons therefor are 


Aug. 10, 192.3. 


eh ime 


h rings; 


THE LEADER 


Chicago, Aug. 10, 192.3. 


With tear-dimmed cyes and stricken, grief-bared head, 


The Nation stands today to do him praise 

Who, but a day gone bu, had walked our ways 
With head held high and gentle, human tread, 
Faring among the people that he led 

As one who felt their jouws and shared their daus: 

Today, he leads them not; but still his gaze 
Is on them—from the City of the Dead, 


And those who always loved him still can love; 
For in their hearts he stands forever shrined: 
The calin and kindly man with heart aglow 
For human weakness, vet who kept above 
The grime of things, and with a steadfast mind 
Looked forward to the Life that he should know. 


—k. B. T., 


Chicago Tribune. 


well worth a moment’s thought. Other presidents 
have died in office, several of them tragically, and 
all well beloved, but Warren Harding touched in a 
hundred million hearts taut fibres hitherto unsoft- 
ened. Much of this grief came naturally as the 
result of the loss of our national leaders, a mani- 
festation of patriotism and national consciousness, 
but for President Harding millions had a personal 
affection that was never realized until he had passed 
on. To these many millions came an overmastering 
sense of personal bereavement, with faltering words 
and eves flooded with tears. All a tribute to our 
country’s chief, true, but a deeper tribute to Hard- 
ing, the man—the great American who was not too 
proud to allow his great heart to show deep kindli- 
ness and understanding of all with whom he came 
in contact. Those who thought his genial ways, and 
his expressed and proven love of country and hu- 
manity, betokened lack of courage or firmness of 
character and conviction, were compelled to revise 
their opinion. President Harding lacked nothing 
that best fitted him for his high office. His decisions 
were never based on stubbornness, or through the 
operation of a single-track mind. His newspaper 
life had not tainted his broad humanity, nor his 
long political service ruined his faith in men. He 
drew great men to his side, and held them there. 
He gave them all of his confidence, and they gave 
him in return loyalty and their confidence. Men 
like Hughes, Hoover, Coolidge and Mellon were not 
mere title-holders, but real and trusted heads of 
great sub-divisions of our government. Not one of. 
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them but has made great sacrifices to serve his chief 
and his country. 

His last conscious thoughts were pleasant ones, 
as Mrs. Harding was reading to him the printed 
words of a kindly critic when the blinding flash 
came. What more could one ask of fate? 

MILL SUPPLIES feels the inadequacy of words, but 
with appreciation and endorsement quotes from an 
editorial from the Chicago Evening News: 

“Warren G. Harding was of the type of public man 
that Americans love and trust. He had the homely 
wisdom of the common people, of whom he was 
one. He rose to distinction through service. He 
was kindly and decent in thought and action. He did 
not pose. He sought diligently to get things done 
that were worth doing, but he met opposition with 
courtesy and candor. In the progress of his long 
and exhausting tour, in the midst of which he was 
stricken with his fatal illness, his many addresses 
reflected the sincerity of the good, faithful man who 
was the people’s president, while clearly setting 
forth the policies for which he stood. They were 
enlightened policies and they stand as a monument 
to his worth and his sound statesmanship. The peo- 
ple of the nation in this time of mourning should 
give them careful thought and so far as they are 
found worthy of approval their adoption should be 
insisted upon. 

“The president wrought with wise moderation. He 
accomplished much. He brought to the world peace 
in the Pacific and limitation of naval armament. He 
established at home an effective system of economy 
in government. He labored to promote industrial 
peace. He sought to do his part in bringing about 
the substitution of the reign of law for the reign 
of force in international affairs. He had no hard 
words for any one. He appealed to the best in every 
man and every woman. What he may have lacked 
in driving force he made up in unfailing reasonable- 
ness. In his death the nation’s loss is great. And 
the people of the United States have lost a friend 
as well as a chief executive.” 

Calvin M. Coolidge is now president of these 
United States, a man of experience, wisdom and 
great force. He stands broadly pledged to carry 
out the policies of the Harding government, and 
there is general belief that he will so do, co-operat- 
ing with the cabinet, whose views he fully under- 
stands, because from the beginning he took part in 
all its sessions, an honor and trust never before 
accorded a vice-president. So, “all is well, and the 
government at Washington still lives.”” Peace be to 
Warren Harding and the greatest measure of health 
and contentment possible to his stricken and be- 
reaved mate. 


EDUCATIONAL PLAN NEEDED 

It is no uncommon occurrence for a mill supply 
dealer to discover that, while he is called upon to fill 
an order for a rush repair part for a big industrial 
plant, when it comes to a more substantial order, he 
is not given the same opportunity to demonstrate his 
value, the order being sent direct to some manufac- 
turer. There are many occasions, too, when pur- 
chasing agents for manufacturers who themselves 
preach the doctrine of “backing your jobber,” fail 


to give evidence of practicing what they preach. 
All the blame is not entirely with the purchasing 
agents. A large share of the trouble may be laid at 
the door of the mill supply industry itself, because 
little, if anything, has ever been done to educate the 
purchasing agents to the real meaning of the mill 
supply house to its community. 

One outstanding need of mill supply dealers is a 
concerted effort to break down the barrier of mis- 
understanding on the part of purchasing agents in 
industrial establishments. It is high time that some 
plan be formulated for kindling a warmer spirit of 
friendliness and co-operation between the important 
service branch of industry and that great connecting 
link through which the necessary stocks of raw mate- 
rials move into the manufacturers’ storerooms. 

In the past decade the purchasing agents of this 
country have, through the agency of their national 
and local associations, won a higher place for them- 
selves in the general industrial world, and through 
their co-operative efforts have been preaching the 
doctrine of better purchasing. 

It would appear that there is a wide-open oppor- 
tunity for the mill supply industry as a unit to try 
to emphasize strongly to the purchasing agents as 
another unit the place which mill supply dealers 
occupy in industry, and what they stand ready to do 
to help make purchasing through dealers less of a 
mystery for the purchasers. 

This brings to the foreground again the value of 
having local associations of mill supply dealers. — If 
each section of the country were organized, and the 
local association in each section would carry out a 
nationally adopted plan, it is no idle dream to look 
forward to a series of meetings between the local 
mill supply association and the local purchasing 
agents’ association in each section, resulting in a 
better understanding not only among the mill supply 
dealers themselves, but also between them and those 
upon whom they depend largely for their bread and 
butter. 


WHEAT AND THE FARMER 

Whenever we in this country talk or think about 
the financial condition of our agriculturists, it is in 
terms of wheat, without the slightest consideration 
for the part wheat plays in the gross receipts of all 
our farmers. The assumption is general that as 
wheat goes, so goes the agricultural prosperity of 
the United States. The fallacy of this is best illus 
trated by stating that wheat represents less that 
seven per cent of the total value of our farm prod 
ucts. A well known national publication figures it 
at six per cent, and recalls that few farmers depent 
solely upon wheat for their income. Furthermore. 
the prices of farm products never move up or dow! 
in unison, but are governed individually by suppl 
and demand. For instance, on August 25th, Septem 
ber wheat in Chicago closed at $1.03, December @ 
$1.0714, and May at $1.123,. September corn close 
at December at .67%, and May at .685%. In 
wheat early deliveries are low compared with the 
futures, while in corn the reverse is true. Old crop 
corn is definitely high, and farmers who have held 
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are reaping the benefit. The same is true of cotton. 
The farmer, it should be remembered, is a natural 
born sob-sister. There is always something the mat- 
ter with him or some of his crops, and the public 
has fallen into the habit of accepting his tale of woe 
at par, or above. He remembers when wheat was 
selling close to the three dollar mark, and therefore 
thinks in terms of three dollar wheat. Just remem- 
ber that for every bushel of wheat raised there are 
more than three—nearly four—bushels of corn pro- 
duced in the United States. The railways are more 
interested in corn than wheat, naturally. Then, in 
various forms, in flour, bran and mill stuff, the 
farmer himself consumes nearly half of all the wheat 
raised. That cuts his real loss in half. In addition, 
the country as a whole profits by low wheat prices in 
exact ratio to the farmers’ losses, so economically 
there is no real loss. There is no doubt that in sec- 
tions where wheat is the chief or only crop the low 
price will have a serious effect upon agricultural 
purchasing power. For the farmer who increased 
his acreage at boom prices, there is no other fate 
than that awaiting all those who purchased anything 
at the peak and now find the bottom has dropped 
out of their market. 

Getting back to corn and wheat, the United States 
Agricultural Department estimates that while the 
1923, wheat crop on July 1 was worth $61,515,000 
less than the same quantity was worth at the same 
time in 1922, the corn crop was worth $699,111,000 
more. The increase in the value of cotton in dollars 
is four or five times the loss represented by the 
decline in wheat. It is time we ceased counting our 
agricultural blessings by the wheat farmer’s reckon- 
ing. Meanwhile Secretary of Agriculture Wallace 
sees nothing but bankruptcy for the farmer unless 
wheat goes up, but has no plan for boosting the 
price. His conclusion as to price boosting is fine. 
The price will go up when supply and demand con- 
ditions in this as well as in all other wheat growing 
countries in the world, are right for it, and not 
before. 


OUR OVERBURDENED RAILROADS 

The railroads of the United States are today pay- 
ing out more in taxes than they are in dividends, 
according to figures compiled by the Bureau of Rail- 
way Economics. Ten years ago, the total dividends 
paid to railroad stockholders were about two and a 
half times the total railroad taxes. Last year, the 
taxes paid were eleven per cent greater than the 
aggregate dividends. In the ten-year period, taxes 
increased about 135 per cent, while dividends de- 
creased about 16 per cent. Such conditions do not 
add to the attractiveness of railroad securities, nor 
do they make the outlook for better railroad trans- 
portation any brighter. 

Some of the handicaps which befall some of the 
sectional railroads are pictured in this issue in an 
article written by a Massachusetts industrial leader. 
Because industry is so dependent upon transporta- 
tion facilities, and the mill supply business is 
dependent upon industry, it is particularly to the 
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interest of mill supply men to study these handicaps 
of our transportation systems. 


A SAFETY TIP FOR DEALERS 

An intensive safety campaign is to be conducted 
among the industrial plants of Baltimore. One of 
the features of the campaign will be schools of in- 
struction conducted for superintendents, foremen 
and master mechanics connected with the industrial 
plants of the city. In addition to this feature, it is 
planned to hold monthly meetings of engineers and 
supervisors of safety in industrial plants. 

Here is an opportunity for some live mill supply 
houses to couple up with this campaign a drive to 
sell safety appliances. It isn’t a tip for Baltimore 
dealers alone, but is applicable to all mill supply 
houses, for the movement to lessen the risks in in- 
dustry has attained widespread prominence. 

In connection with this safety appliance campaign 
it is proper at this time to call the attention of mill 
supply dealers to the fact that “fire prevention week” 
will soon be here, offering another incentive to the 
mill supply salesmen who are alert to the opportuni- 
ties of such psychological moments. 

There is a bonfire in the United States, fed con- 
tinually by dwellings, factories, shops, warehouses, 
forests, ships, automobiles and the country’s wealth 
in various other forms. Every minute, year in and 
year out, one thousand dollars are thrown into this 
fire, and every half-hour a human life is sacrificed to 
it. This picture of the country’s annual fire loss was 
drawn before a recent meeting of the National Fire 
Protection Association, held in Chicago. “The trag- 
edy of the whole thing,” said H. O. Lacount, of Bos- 
ton, president of the association, “is that 50 per 
cent of these fires are preventable.” 

Practically every fire can be extinguished within 
the first five minutes if proper equipment is brought 
into use by men who know how to use it. Successful 
fire-fighting does not, in general, require elaborate, 
expensive equipment. The essentials are the proper 
kind of equipment, maintained in good condition, in 
the proper place, and that it be brought into use 
immediately after the fire starts. 

Every mill supply house should have in stock not 
only the safety devices which are now becoming es- 
sential equipment in foundries, shops and factories, 
but also such supplies as extinguishers, safety oil 
and waste cans and other kindred products. These 
are profitable lines for the dealers to carry, and the 
houses that become known in their territory as car- 
rying a complete line of the best equipment will be 
the ones that take this profit. 

A prominent Massachusetts dealer recently told 
the editor of MILL SUPPLIES that it has been his ex- 
perience that wherever property owners in his terri- 
tory discover that they are liable for heavier fire 
insurance rates, because they have not installed ap- 
pliances approved by the underwriters, they hurry 
to purchase the equipment, and said that only 
recently he has made safety oil cans one of his big 
sellers. He furthermore believes that this is a good 
line for any mill supply house to stock. 
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Building Business 
for the Long Run 


The truth about anything requires a 
certain perspective. If viewed too 
closely, even a masterpiece cannot be 
understood or appreciated. It takes a 
certain distance to bring out its 
values. 


This is especially true in building a 
business, and in using advertising as 
one of the means of building it. The 
clear vision comes only with the con- 
sideration of what is best in the long 
run. 


One season’s business may be ab- 
normally large or abnormally small 
—due to conditions over which the 
owners of the business have no con- 
trol. To consider the business itself 
as safe and sound just because, at a 
certain season, the orders are coming 
in, is often a dangerous fallaty, far 
more threatening to the eventual wel- 
fare of the business than a season of 
slow business that makes it difficult 
to keep going. 


During the past few years economic 
conditions have combined to prove 
the fallacy of a hand-to-mouth policy 
of manufacturing and marketing, al- 
ways at the mercy of market fluctua- 
tions, with the manufacturer helpless 
to influence his market. And, on the 
other hand, these conditions have 
proved the wisdom of considering the 
long run and making all plans in 
accordance with that view. 


Today, as a result of recent eco- 
nomic changes, and of lessons severely 


learned, tens of thousands of dealers, 
in every line of merchandise, are giv- 
ing a new emphasis to their prefer- 
ence for lines of merchandise that are 
trade-marked and adequately adver- 
tised by the manufacturer. The pub- 
lic, during the period of minimum 
sales, demonstrated its preponderant 
preference for advertised goods, and 
the dealers will not do otherwise than 
accept the situation and build their 
business for the future in harmony 
with it. 


Thousands of manufacturers who 
today are facing a shortage of demand 
for their product, and who see what 
demand there is going to competitive 
manufacturers who have insured their 
own market by means of advertising, 
are now looking to advertising as the 
logical key to future selling success. 


It is highly important then, in seek- 
ing to apply the force of advertising, 
that it be considered not as a ready 
made cure-all for sales inaetivity, but 
as a permanent factor in business 
building. 


Every advertising plan that can lay 
claim to wisdom or hope for long run 
effectiveness requires three things: 
First, to determine what are, unques- 
tionably, the best objectives for the 
business in the long run. Second, 
what are the best means, all told, of 
obtaining those objectives. Third, 
how and to what extent advertising 
can be assigned its rightful place 
among and in relation to those means. 


Published by MILL SUPPLIES in co-operation with 


The American Association of Advertising Agencies 


When writing to Advertisers please mention Suppttes. 
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Will Hold Public Inspection of New Quarters 


The Hardware & Supply Company of -lkron Has Moved Into Its Newly 


Constructed Office Building and Warehouse on 


The Hardware & Supply Company, Akron, Ohio, mill 
supply jobber, has moved into its newly constructed 
office building and warehouse on South High street, and 
plans are now being completed to open the entire build- 
ing for public inspection on Saturday afternoon and 


THE ORIGINAI 


Lidward Good, 
President 


Crannell Morgan, 
ltce-President 


evening, September 8th, so that all who desire to do so 
may see what an ultra-modern mill supply house looks 
like, and what a comprehensive stock is carried in order 
to properly serve its customers. 

The removal to its new home marks another epoch 
in the business life of this company. Situated as it 
has been in the rapidly growing rubber metropolis of the 


OFFICERS OF TH! 


South Street 
1892, Mr. Good and his associates bought out the Paige 
Bros. interests and changed the name to The Standard 
Hardware Company. 

In 1898, Crannell Morgan and Edward S. Bunnell 
organized The Morgan & Bunnell Company and con- 


COMPANY 


lim. Wohkeend, 


Secretary 


Kdward S. Bunnell, 
Treasurer 


ducted a supply business for a number of years under 
this name. 

In 1905, The Hardware & Supply Company was or- 
ganized by the consolidation of The Standard Hardware 
Company and The Morgan & Bunnell Company. 

The officers of the new company were: J. FE. Good, 
president; Crannell Morgan, vice-president ; W. W. Wohl- 


United States, and keeping pace with the growth of 
industries in its territory, it has been obliged to move 
to larger quarters several times during the past 20 
years, in order to properly serve its constantly increas- 
ing trade. 

Starting in 1860, in the stove and implement store of 
H. W. Wetmore, the company’s predecessors have been 
known successively as Wetmore & Parks and Paige Bros. 
& Kent. In 1889, J. E. Good and Theodore Butler came 
to Akron and organized The Paige Bros. Company. In 


THE NEW HOME 


OF COMPA} 


wend, secretary, and E. S. Bunnell, treasurer. No 
changes have since been made in these officers except 
those made necessary by the death of Mr. Bunnell in 
the year 1919, and Mr. Morgan in March of this year. 

The company’s present officers are: J. Edward Good, 
president; Wm. W. Wohlwend, vice-president; Elmer 
W. Hartzel, secretary; Walter T. Flower, treasurer. 

In addition to these officers, the various departments 
of the business are under the immediate personal super- 
vision of the following men: Hesket H. Kuhn, mill sup- 
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Strone — economical 
easy to erect ——- perma- 


nent aliscnment. 


Dodge Ring Ojling Bearing 


Drop Hangers 


Guaranteed by Dodge 
quality —recognized for 


over forty years. 


A quality line attracts 
quality trade— 


No matter what the conditions of service may be you can recommend 
the Dodge Ball and Socket Hanger as having all of the features of great 
strength, ease of erection, alignment and economy of power necessary 
to meet the most exacting requirements. 


Many years of successful performance—all of the prestige that has 
made Dodge the recognized leader in the power transmission field will 


help to establish your store as the headquarters of quality products when 
you stock the Dodge line. 


Interchangeability of bearings and frames reduces your stock invest- 
ment—Dodge service through fourteen branch warehouses and immense 
factory stocks backs your offer of prompt shipment to your trade. 


Connect with a leader—write for proposition. 


DODGE MANUFACTURING CORPORATION 
General Offices: Mishawaka, Indiana. Works: Mishawaka, Indiana and Oneida, N. Y. 


New York Chicago Philadelphia Boston Pittsburgh Cincinnati Atlanta 
st. Louis Minneapolis sSeuttle San Francisco Newark Houston 


When writing to Advertisers please mention Mitt Supp igs. 
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1. Perfectly 
balanced. 


permanent 


New York 


These Features 


Help Sales 


2. Rim, turned, 
ground and pol- 
ished to assure 

run- 

ning truth. 


3. Rim split by frac- 
ture, when drawn 
together gives ef- 
fect of solid rim. 


4. Interchange- 
able bores 
bushings to fit all 
sizes of shafting 
within its range. 


and 


The Dodge Standard Split Pulley 


With Interchangeable Split Bushings 


This label 

guarantee 
of quality 


and service 


Quick Turnover is the Big Reason 


Why You Should Stock This Pulley 


A complete line of standard splits can be stocked with only 
a moderate investment. The constantly increasing demand 
created by the successful performance of Dodge pulleys 
in thousands of big plants plus consistent advertising ef- 
fort assures easy selling, frequent turnover and steady 
profits for the dealer. 


A complete stock of all standard sizes is carried in each 
of our fourteen branch warehouses. They carry the big 
stock for you and you can depend upon prompt shipment 
which enables you in turn to offer prompt delivery to your 
trade. 


If you expect an increased demand for pulleys stock the “standard 
split” because of Dodge facilities for prompt delivery—if you 
expect no more than a normal demand stock the line that is easiest 
to sell. In either case and in any other case the answer must in- 
variably be Dodge. 


Your plans for bigger business in 1923 should include careful con- 
sideration of the Dodge line—that means a request for full par- 
ticulars including agency pronosition. Write today. 


DODGE MANUFACTURING CORPORATION 


General Offices: Mishawaka, Indiana. Works: Mishawaka, Indiana and Oneida, N. Y. 


Chicago Philadelphia Pittsburgh Cincinnati Atlanta St. Louis 
Minneapolis Seattle San Francisco Newark Houston 
When writing to Advertisers please mention MILL Supplies. 
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118 CASH 
PRIZES 


for Letters 
about Leather 
that you can 
write! 


Rules of 
the Contest 


1—Letters must be written 
in the English language, 
and on only one side of 
the paper. 


2—The competitor's name 
and address must be writ- 
ten at the top of the first 
page of the letter. 


3 -The letter must be mailed 
in a sealed, stamped 
envelope. No post cards 
will be considered. 


4—There shall be no limits 
to the length a letter may 
be; and any competitor 
may send in as many 
letters as desired. 

5—This Contest shall he 
freely open to anyone, 
anywhere. 


6—The first prize will be 
awarded to the contestant 
whose letter on the sub- 
ject, “‘Nothing Takes the 
Place of Leather,”’ is the 
best in the opinion of 
the judges. 


7—-The Contest opens offi- 
cially June 30, 1923, and 
closes October 31, 1923. 


8—In case of tie, both or 
all tying contestants will 
receive the full amount 
of the prize tied for. 
JUDGES 
Martha E. Dodson 
Associate Editor 
The Ladies’ Home Journal 
President 
Frederick C. Hicks 
of the 
University of Cincinnati 
President 
Fraser M. Moffat 


of the Tanners’ Council 


HE sensational “Letter about 
Leather Contest” is now in full 


swing. 118 cash prizes—totaling 
$5000 in all—will be given to the 
men, women and children who write 
the best letters telling why nothing 
takes the place of leather. 


The contest is open to everyone. 
The easy rules are given on the left. 
Read them—and try for the big 
prize yourself. It is $2000 in cash! 
And there are 117 other cash prizes 
—ranging from $500.00 on down 
to eighty 
$10.00 each. 


consolation prizes of 


There are no limitations as to the 
subject you choose, so long as you 
write about sole and belting leather 
—the kind from which comfortable, 
durable heels are fash- 
ioned, and the most efficient belts 
are made, 


and _ soles 


Some people will write about why 
leather is the best material on earth 


for soles and heels of shoes—how it 
is kinder to 
nomical and more healthful. 


the feet—more eco- 


Others, men who know machinery 
and who work with machinery, will 
write about leather belts—or silent, 
smooth-running gears made with 
cogs of durable leather. 

Think for just a minute. Don’t 
you know of many where 
leather belting has proved itself far 
superior to any kind of substitute 
belt—where nothing else could be 
used? Or tell about a leather belt 
you have known that has worn for 


many years—always giving efficient, 
dependable service. Or write and 
tell us why it actually saves money 
to use leather belting. 


Men who know machinery know 
that nothing takes the place of 
leather for belting. Some of them 
will win big cash prizes writing 
about their experiences. Why not 
you? 


Address your letter to Contest Judges 


AMERICAN SOLE and BELTING LEATHER TANNERS 
17 Battery Place, New York City 
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ply sales; Cecil C. Welker, automotive equipment sales; 
Hoyt O. Smith, electrical contractors’ supply sales; Fred 
H. Steffens, plumbers’ supply sales; Joseph S. Hunt, 
builders’ hardware sales; Louis J. Miday, mail orders 
and O. Clare Conlan, Credits and collections. 

In 1908, the business of G. A. Kempel & Company, 
jobbers of iron, steel and heavy hardware, was ab- 
sorbed, thereby giving the company a complete line of 
heavy materials in addition to the other mill supply 
items previously carried. 

At this time the main stock and offices were moved 
into the Kempel block on South Main street, which was 
later destroyed by fire in the Fall of 1910. Temporary 
quarters were at once secured and soon afterward the 
Hower Building was built at the corner of West Market 


THE PRESENT SECRETARY AND TREASURER 


E. W. Hartzel, Secretary Walt 


and Canal streets, especially for the company’s use. Here 
the business was conducted from the Fall of 1911 until 
May of the present year. 

These quarters were soon found to be inadequate and 
in 1921 possession was secured of the land on which the 
new building stands and construction work was started 
almost immediately. 

The real estate upon which the plant is built is at the 
intersection of the Erie Belt Line with South High 
street, the latter being the main automobile highway 
from South Akron to the central part of the city. While 
this location is nearly a mile from the heart of the city, 
it is an ideal place for a supply business such as the 
company conducts. 

The plant is bounded on the north and east by a 
private switch on which all car-loads are received. The 
length of the property at the longest side is 485 feet 
and the greatest width is 215 feet, covered entirely by 
the main building and bar yard, an area of approxi- 
mately sixty-five thousand square feet. 

The building is constructed of reinforced concrete, 
with brick walls and stone trimmings. In order to se- 
cure the amount of ground floor space so desirable in a 
structure of this kind, the building was spread over 
a larger area instead of being raised a yvreater number 
of stories in height. 

The main entrance into the building from High street 
is through a vestibule and into the main floor sales- 
room. This room measures 120 feet square and con- 
tains practically all the shelf goods of the mill supply, 
automotive equipment and builders’ hardware depart- 
ments. At the front of this room is a lobby 40x120 feet, 
with counters for service, and floor space for the ex- 
hibition of machinery and other heavy items. In this 
room, the company maintains a corps of salesmen to 
take care of the trade that comes into the store. 

At the south end of this floor are the executive, sales 
and purchasing offices. At the extreme south-east corner 
is a large conference-room for executive and sales meet- 
ings. 

North of the main store room are the receiving, order, 
packing and shipping departments, occupying about 12,- 


000 square feet of floor space. At the extreme north end 
of this floor is the steel bar and pipe department. Here 
are stored the entire stock of iron and steel pipe, and 
hot and cold-rolled steel bars. 

The entrance of the shipping department is recessed 
so that a space is provided for storing the company’s 
trucks at night. This space is enclosed at the front with 
a number of Kinnear rolling steel doors. 

In the yard at the rear are the car-unloading plat- 
form, soil pipe yard and concrete bar department. This 
latter department is provided with power shears and bar 
benders, and is equipped to furnish deformed bars for 
any size building. 

The basement, 260x120 feet, contains the heating plant, 
wire nails, pipe fittings and the entire plumbing and 
heating supply stock. The basement is served from the 
upper floors by two elevators, one passenger and one 
freight. 

On the second floor are the accounting and collection 
offices, telephone exchange and drafting department. 
Here, also, is the builders’ hardware display room and 
sanitary fixture show. A full line of bath-room_ fix- 
tures and laundry equipment is shown in an attractive 
display, many of them connected with running water. 

The electrical supply stock, sales room and lighting 
fixture display room occupy the remainder of the south 
half of this floor. The north half is used for the storage 
of steel and wood pulleys, waste, manila and wire rope, 
sheet and plate glass and other general items, and plate 
glass grinding and polishing department. 

The third or top floor is devoted to the storage of 
roofing, ladders, bolts, sheets, automobile fenders and 
other similar goods and over-stocks. Here is also the 
stock and sales-room of Continental Motor parts, Tim- 
ken Axle parts and bearings. 

The entire plant is fireproof and is equipped through- 
out with automatic sprinkler system. 


ADDING MILL SUPPLY LINES 


Thos. Cox & Sons Machinery Co. Announces Program of Expan- 
sion and Intensive Drive for Business 


Thos. Cox & Sons Machinery Co., Little Rock, Ark., 
the oldest machinery house in that state, announces that 
it is adding to its stock a complete line of mill, factory 
and railway supplies, and plans to make an intensive 
drive for business in Arkansas and Louisiana. Already 
the company has added two experienced road salesmen 
and one city salesman, and plans to make further addi- 
tions to the sales organization as rapidly as is deemed 
advisable. Agencies for some of the best known manu- 
facturers have been secured, and more lines will be taken 
on in the near future. 

R. M. Williams is president of the company, having 
been elected to that position to succeed A. B. Cox, who 
resigned on January 1, 1922. J. G. Cox, brother of the 
former president, is secretary and treasurer. Mr. Wil- 
liams had been connected with the company but three 
years before his election as president. Previous to the 
war, he had been connected for seven years with the 
Southern Trust Company of Little Rock. P. G. Prou- 
snitzer, formerly with the Central Supply Company, 
Little Rock, will have charge of the new supply depart- 
ment. 

The Cox company was established in 1876. Its offices 
and salesrooms are located at 112-120 Commerce Street. 
It has acted as distributor for several manufacturers of 
boilers and engines, saw mill machinery, grinding mills 
and other machinery, and stocked some mill supplies. 
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YE Belting Kicks e 


When you sell Crescent Belt Fasteners with every 
cut length and roll of belting, you eliminate the prin- 
cipal cause of “belting kicks’—improper joining. You 
insure your customer’s satisfaction because Crescents 
enable every belt to render its best service. You build 
“good will” instead of destroying it. You get belting 
resales instead of belting “kicks.” 


Are the busiest business boosters you ever saw. They do not weaken 
the belt by cutting or punching it away. They sustain the belt’s full 
strength for the belt’s full life. They hold 
permanently. The Crescent Joint hugs the 
pulley closely and insures full power trans- 
mission. 

Crescent advertising in the _ industrial 
magazines is working for you. Crescent 
sales promotion service (the high-powered 
kind) is at your disposal waiting for you to 
say "Go"! A post-card will bring you full 
data as to how we can help you to sell more 
Crescent Belt Fasteners—and more belting. 


DISTRIBUTORS THROUGHOUT THE WORLD 


When writing to Advertisers please mention Mitt Suppties. 
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Doubling Sales By Doubling Your Sales Force 


PULL 


Interchange of Experiences Between Large Industrial Advertisers 
Showed That Only Small Percentage of Prospects Are Called U pon 


J. R. HOPKINS 


There is a saying that every man is a hero in his own 
eyes, and perhaps this touches us all more or less. Be- 
tween the star salesmen and their firms comes up the 
old question as to whether it is the salesman’s personal- 
ity that sells the goods, or the quality of the goods 
and the service which backs them up. 

One of my best friends was one of these “personality” 
salesmen. His sales ran between three and four hundred 
thousand a year, and he attributed his entire success to 
his personality. Nothing could persuade him to the con- 
trary. According to him his sales department never did a 
thing to help him, advertising could naturally do him no 
good, and he didn’t want any of it. As to the quality of 
the goods that he sold, why of course he could sell just as 
much of any of the competing lines, “and if I shoul 
leave, I could take all of my business with me. My cus- 
tomers don’t do business with my house; they do it with 
me.”” And then suddenly a brother of his struck it rich, 
oil, I think it was, and sent for him to go into business 
with him. Three years later a careful check was made 
on the customers this star salesman had made and it was 
found that seventy-five per cent of them had stayed with 
the company without interruption. 

Now the peculiar part of this deal was that the sales- 
man who claimed that it was personality only that got 
him his business, was a good mixer—most good sales- 
men are— but he also was a real salesman. Being a real 
salesman he never failed to sell his company and his 
goods as well as himself. In doing this he was all un- 
consciously using the most powerful of sales arguments 
to assist his personality, and he was building a good will 
for his company and his merchandise that even his own 
personality could never take away from the company. 


SALESMEN HAVE MORE TO SELL THAN SUPPLIES 

There are three qualities that must be possessed by all 
salesmen who claim to be of the elect. 

First, they must sell themselves—that’s personality. 
The value of personality is tremendous and I have the 
greatest respect and admiration for those salesmen who 
have it in generous proportions. But this alone is not 
enough. 

Second, the salesman must sell his house, and what it 
stands for. That’s the company policy. His house and 
what it stands for. With this he must sell the merchan- 
dise or the service he has to offer. As John Lee Mahin 
puts it: “You have to sell the house you represent just 
as thoroughly and as succinctly as you sell yourself, but 
even then you are but two-thirds through. You have 
still another sales work, a third sales work, and that is 
to sell the application of what you have to offer to the 
person to whom you are talking.” 

First you must sell yourself; second, you must sell 
your house and what it stands for, and third you must 
sell the application of your ideas to the person to whom 
you are talking. 

This is not my formula; it’s Mahin’s, for he wrote it 
first, but it is wise selling and helps us to understand 
many things. 

How many times have we heard salesmen say con- 
fidentially, “I know the purchasing agent of the Blank 


Company very well. | go in and see him every time I 
am in town. He thinks a lot of me but, he doesn’t like 
our house.” Here you have a salesman who has sold him- 
self, but he has not sold the house for which he was 
working. And in so doing he is admitting that he has 
failed in his sales work, and he is not a salesman. 
If he was, he would have sold his house and what it stood 
for just as surely and just as well as he sold himself. 

WHY SOME SALESMEN ARE WEAK ON CLOSING SALES 

Then again we all know the salesman that seems 
weak on closing. He has wonderful friends, he is well 
posted on his line, and he is the most loyal man for his 
company that you ever knew. But something seemed to 
be missing. He could go right in to offices that were 
hard to get in. He was clubby with big buyers and 
they frankly liked him. And his sales manager knew he 
talked his line and his house well because he had gone 
with him and heard him—not once but many times. 
What was missing? Why there is only one thing that 
could be missing. He did not sell the application of what 
he stood for to the person to whom he was talking, to 
the company on whom he was calling. He did every- 
thing except this one and all important work—the tie up 
between the consumer and what he stood for. 

All that has been written so far is in a way analytic, 
a statement of what constitutes good selling—master 
selling. Yet it is easy to see the importance in this sales 
plan, of having the salesman able to sell what he stands 
for, to sell his company, to sell the house he represents. 
That is easy to understand and easy to take, yet it must 
also be plain that to sell what he stands for he must 
know what he does stand for. How about your salesmen 
—do they know what they stand for? Do they know 
what their company stands for? And what do you stand 
for? What kind of a house policy have you got that has 
some red blood in it and some individuality to make it 
stand out as attractive—and as something to feel friend- 
ly towards? 


GIVE YOUR MEN YOUR BEST IN YOUR HOUSE POLICY 

Your salesmen are not all perfect—far from it. Yet 
after all they are your mouthpieces, and they cannot 
stand for things that are worth while and that build 
good will unless you back them up. It is, after all, your 
work to provide them with your sales proposition, and 
what you stand for and what you represent in this busi- 
ness world must be clearly defined. If they are not 
clearly defined how can your salesman put over what 
he does not understand himself. If you want your sales- 
men to sell the house—to sell what you represent then 
make what you represent stand for something fine— 
something that your men can be proud of—that they 
can be enthusiastic about. Then insist on your men 
selling this idea. And the result is good will—good will 
that mortality among your sales force cannot damage, 
cannot change—good will that means permanence in 
your business life, security and permanence, and a great 
pleasure in the actual conduct of business, as well. 

A star salesman grew up with his house for eighteen 
years and at the end of that time he was made general 
sales manager. Shortly afterwards the house policy 
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Attention! 
Mill Supply Jobbers— 


6 Good Reasons for Handling the 
BLACK & DECKER LINE 


of 


PORTABLE ELECTRIC DRILLS 

PORTABLE ELECTRIC GRINDERS 

ELECTRIC BENCH AND PEDESTAL GRINDERS 
ELECTRIC SCREW DRIVERS 


1—Highest Quality Means Your Customer will be satisfied. 


2—Quantity production means your customer will get more for 
his money. 


3—The Black & Decker Mfg. Co. is a large responsible concern, 
consequently its guarantees are valuable. 


4—The reputation of Black & Decker Electric Tools reduces your 
sales effort. 


5—The exceptional service facilities which we provide re- 
lieve you of unprofitable details, but insure your customer 
getting maximum service from his Black & Decker tools. 


6—Our policy, which is rigidly adhered to, protects the jobber. 


We sell only through a restricted list 

of jobbers. If you are interested, we 

suggest you get in touch with us with- 
out delay. 


BLACK & DECKER MFG. CO. 


TOWSON HEIGHTS, BALTIMORE, MD.,U.S. A. 


When writing to Advertisers please mention M1Lt Supptigs. 
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changed and this salesman, who had sold his house as 
well as himself for so many years, felt he could no 
longer represent the things for which his house stood. 
So he left and took up a district managership with a 
competitor, for he had become accustomed to holding his 
head up and felt that he could not change to something 
of which he would have to be less proud. Even then 
it took him three years to get his former best customers 
to change over to his new connection because he had 
sold them so thoroughly on his former house and for 
what they stood. This man had personality plus, but 
he had sold too well to change his old customers over 
to his new connection and he never would have done so if 
his old house had not changed its policy so that his 
former customers began to see that the old house no 
longer stood for the things they expected of it. 

So look to your company policyv—look through your 
most critical microscope at the things you stand for. 
If these are all that they should be, you won't have to 
worry about having some salesman leave you and take 
his business with him, for he will not be able to do it. 
Give your men the strongest sales proposition you know 
how to—and the backbone of your sales proposition in 
the mill supply field is your house policy, the things 
you stand for—then train your salesmen to sell your 
house as they sell themselves, train them to sell the 
application of your service idea, of your house idea, to 
the persons on whom they are calling. Furthermore, 
impress on them that before they can do either of these 
things they must first of all sell themselves. 

They say that there are no formulae in business that 
are applicable to all companies. Maybe so, but this is 
not a formula; it is a statement of truths. And you 
can not go beyond them. 

HOW ONE SALES ORGANIZATION DOUBLED ITS SALES WHEN 
TIMES WERE NOT GOOD 

Advertising managers in the industrial field—which 
means those engaged in selling engineering or industrial 
products—are not only supposed to keep accurate lists 
of the entire market for their product but frequently 
are in charge of the keeping of the sales records as well. 

About a year ago a number of these advertising men 
were at their regular Tuesday noon luncheon where they 
were accustomed to meet to interchange ideas. Just as 
the luncheon party was breaking up, it started to rain 
and some of us stayed around the table to wait for the 
rain to stop. Two of the men were quite prominent 
advertising men—each of them in charge of appropria- 
tions that were in the neighborhood of a quarter of a 
million dollars a year. Both were careful students of 
advertising and selling. 

They both agreed in the talk that followed, that their 
records showed that their salesmen were not calling on 
more than 25 per cent of the names they had on their 
lists. This seemed like a very startling statement to me, 
especially as I knew the care with which these lists 
were made up and the large number of salesmen em- 
ploved by these two companies. I was just starting to 
think about this when the talk stopped and, as I wanted 
to have them go on, and as I knew that the two men 
were not any too well acquainted with each other I tried 
to start them up again. 

“Winston, here,” I said; “has an interesting method 
of doing things. I refer especially to the way he handles 
his direct mail, for he believes that a large quantity of 
mail matter sent out frequently is better selling than 
a few pieces, more carefully worked up, perhaps, but 
sent out only occasionally. Accordingly he floods his 
lists with a quantity of material and never lets up. 


That’s his method and it pays him—pays him well.” 

My scheme worked and Winston began; “A while back 
we all agreed that our salesmen were only calling on 
25 per cent of the trade and that is the real reason we 
use direct mail matter as we do. I had an interesting 
experience a year ago, when business as you will all 
remember had fallen off badly. Our president called the 
sales manager and myself into his office and shut the 
door. He then briefly said that business had fallen off 
and that unless something were done about it that they 
would have to start laying off some of their men. He 
told of how the various factory organizations had been 
built up slowly and now that they were so well organ- 
ized in their production end he didn’t want to see this 
work disrupted by having to lay off men. He said that 
they had had a hard enough time getting together the 
right kind of men and he didn’t want to let them go. 
But unless something were done—and done at once— 
to increase sales they would have to start cutting down 
their factory forces. 

“He turned to the sales manager and said; ‘Well, 
Smith, what have vou got to say? Is there any way 
you know of to increase sales and get more business 
now 

“And the sales manager replied, ‘Not a thing that I 
know of. I don’t know of a thing that we could do that 
we are not already doing.’ 

“Then the president turned to me and said: 
about vou, Winston? Do you know of anything?’ I 
said: ‘Yes. Our records show that we are now calling 
on but 25 per cent of the names on our lists. Double 
the sales force and you will double your sales.’ 

“The president and the sales manager looked at each 
other for a while and there was not a word, until finally 
the president said: ‘How about it, Smith? What do 
you think?’ Smith said: ‘’m game. I’m for doing 
anything that will increase sales!’ So the president 
turned to me and said; ‘Well Winston, pack your grip 
and go around to the different territories and pick out 
one to try out your idea. Take tonight’s train!’ So I 
did and about two hours later I was on the train for 
Toledo. I had picked out Toledo as I knew there was a 
lot of business there on which we were not calling. 
We had six men selling out of Toledo and we doubled 
that by simply telling the Toledo manager to get the 
six best men he could. I went over our list with him 
and arranged where the new men would call. Six months 
later our figures for that territory showed that we had 
practically doubled the business. Just then business got 
better and we did not need to do it but the next time 
business starts to fall off we are going to double our 
entire force in most of our selling districts.” 


‘How 


Now Winston’s business is closely allied to mill sup- 
plies, as his company is a large manufacturer of sup- 
plies of a certain kind, and also jobs many items. At 
later luncheons we checked further the statement that 
25 per cent of the customer and prospect lists of in- 
dustrial manufacturers were being called on and found 
that 25 per cent was above the average. We also found 
that the best salesmen were usually the worst offenders, 
for these men had so much good business that they 
no longer either had to or could cover the trade as- 
signed to them. Most of them, at the former time, had 
worked very hard and had covered a lot of territory. 
As they made a sale here and there, the customer be- 
came their “account” and continued to be that man’s 
account even though he never called on him again. As 
the sales of these men grew big, they found themselves 
giving most of their time to a few of their largest cus- 
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Business 


the Way for 


With a Real, Honest-to-Goodness line 
—a wrench for every purpose—each a 
masterpiece, made by an old reliable 
company that has_ specialized on 
wrenches for the last half a century. 
Not just ordinary drop-forged wrenches, 
but a superior wrench—exclusive in de- 
sign, construction and material. It is a 
line that is known—that appeals—that 
is recognized—and that is attractively 
displayed or put up. 


Let us send you our price list and discounts. 


J. H. WILLIAMS & CO. 


Buffalo 


Brooklyn Chicago 
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tomers and were no longer willing to hustle around for 
the smaller business that they had at one time been 
glad enough to get. 

Now I am not for one minute saying that when times 
are such that business falls off that a mill supply house can 
double its business by doubling its sales force. Neither 
would I say they could not. But it is certainly an interest- 
ing idea especially in light of the proof that only 25 per 
cent of the trade of industrial manufacturers were being 
called on by even the best sales organizations. How 
about your own men? How many of the trade are they 
going after—actually calling on regularly? If you go 
over 25 per cent, I'll take my hat off to you. 

And that is why you should have your advertising 
cover the complete list of your trade in the territory 
you serve. Your salesmen cover but 25 per cent—even 
when you are after them to make lots of calls. Then 
cover the other 75 per cent. Perhaps there is a lot of 
business that does not come to you simply because the 
buyer no longer hears from you. Let him know you are 
still on the map. Let him know you wani his business. 
Go back to the three principles of selling and sell him 
by mail on what your house stands for and on the ap- 
plication of what you have to sell on his particular 


The work of substituting the eight-hour day for the 
twelve-hour day in the steel industry has been started 
during the past month, and while the lead in the trans- 
position is in the United States Steel Corporation’s 
plants, the larger independents are already reporting 
progress along the same line, and it now appears to be 
only a matter of a short time before the entire steel 
industry will be on the new basis. To the mill supply 
industry, the epoch-making change means much, because 
steel enters into so many of the finished products sold 
through mill supply houses. There is no question that 
the shorter work day, with its added cost of production, 
will mean advances in the prices of those finished prod- 
ucts into which steel enters. Already revised price lists 
have been issued in some lines, and there is every reason 
to believe that more will follow. Mill supply house buy- 
ers will do well do take these probable increases into 
consideration in connection with immediate purchases. 


Aside from the price feature, the change to the shorter 
work day in this leading industry offers many other 
interesting angles. Already it is evident that the change 
is not going to be made without many difficulties. Some 
labor troubles have marked the initial steps to eliminate 
the longer work day in some plants. It is apparent that 
many of the workmen do not relish the accompanying 
reduction of income, and the readjustments are bringing 
to the surface grievances which may result in rapid turn- 
overs of labor. 

It is estimated that the shorter working day will neces- 
sitate the employment of between 60,000 and 65,000 addi- 
tional laborers, and will add approximately $45,000,000 
to the annual payroll of the steel industry. 

Here are some of the experiences of an independent 
manufacturer who shifted to the shorter work day a few 
years ayo: 

The short hours attract less efficient workers, and the 
daily earnings ceased to attract industrious workers 
from other mills, because of lower daily earnings. Then, 
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business. And then make the advertising you do send 
out have a personality—patterned after the same kind 
of personality in which salesmen put so much store. 

Do you want more business? Then check your trade 
list and see what percentage your men are calling on. 
The way to get increased sales is to get more of the 
business that you are not now getting. And the way 
to get that business is the same way you got the busi- 
ness that you do have. By going after it. 

Salesmen plus advertising. Both well trained. Each 
with a good sales proposition—which you have provided 
—and which comprises your company policy. The two 
together can cover 100 per cent of your trade—and 
salesmen with advertising can cover almost 100 per cent 
more of the trade than they can without it. 

And Winston's rule about a quantity of advertising 
sent persistently being better than a few high class 
pieces of advertising sent sparingly holds for you, too. 
Do all the advertising you can afford. Do all you can 
without increasing your percentage of sales expense. 
Then get all you can from your manufacturers. When 
a manufacturer of some one of your lines wants to ad- 
vertise over your name by all means let him do it. 
courage him to do it. Urge him to do it. 


En- 


Watch for Price Advances 


Steel Industry Has Started Work of Substituting the Eight-lour Day 


a decrease in production followed. Instead of the total 
production per furnace hour increasing, and the produc- 
tion per day increasing, it actually decreased on the three 
shift turns. 

No compensating increase of effort was noticeable, and 
no increased productive effort on the part of the men had 
been obtained to compensate the company for the 
increased rates on the eight-hour turns. The eight-hour 
day increased the costs even if rates were unchanged. 
On the three shifts it was necessary to increase the num- 
ber of non-productive man hours. 

It is apparent, therefore, that some effort must be 
made by the steel industry to secure that increase in 
productive effort, and it would seem that one of the paths 
open is through the medium of increased employes’ rep- 
resentation plans. It is reported that in the case of 
the Youngstown Sheet & Tube Company, the pending 
changes in connection with the new three-shift system 
were discussed with the representatives of the employes’ 
organizations in round-table sessions with the manage- 
ment of the company, with the result that the changes 
already made have gone into effect without a show of 
dissatisfaction among the employes. Similar conferences 
may well lay the groundwork for interesting the em- 
ployes in exerting an extra effort in the work of the 
shorter day. 


Add Contractors’ Supplies 


Fulton Supply Co., Atlanta, Ga., has recently 
announced the addition of a new department to its busi- 
ness. It will be known as “contractors and construction 
equipment and accessories department,” and will be 
under the direct supervision of L. A. Skinner, manager 
of the machinery department. D. F. Shanahan, formerly 
connected with the Austin Machinery Corporation, 
Toledo, has been appointed salesman in the new depart- 
ment. A complete stock of contractors’ machinery and 
equipment will be carried. 


‘ 
ange 
= 
Bye 
47 


2 


MODERN METHODS DEMAND 
DROP FORGED FITTINGS 


The new Hartford Electric 


Light Company’s plant, Hartford, Conn., 
designed and built by Stone & Webster, Inc., is 
one of the most modernly equipped in the country. 
The present day methods of generating light and power 
demand equipment which will stand up under high pressure 
and temperature work. The use of Vogt Drop Forged Steel 

Fittings is endorsed by Stone & Webster and other well known 
engineers and builders thruout the country. 


Drop Forged 
O Steel Valves 
and F ittings 


Let us send you a sample fitting with 


OUR AUTHORIZED AGENTS: ; our latest bulletin and discount sheet 
METALWOOD MFG. CO. —“— 
HENRY VoGT MACHINE Co. 
PITTSB'GH VALVE, FOY. & CON. CO. INCORPORATED 
PITTSB'GH, PA. 


LOUISVILLE, KY. 


JOHN SIMMONS CO. 


K,N.Y 
BRANCH OFFICES: 
WALWORTH MFG. CO. NEW YORK, CHICAGO, TULSA, DALLAS 


BOSTON, MASS. 

WALWORTH MFG. CO. MANUFACTURERS OF DROP FORGED STEEL 
CHICAGO. ILL. VALVES AND FITTINGS, WATER TUBE AND 
HORIZONTAL RETURN TUBULAR BOILERS, 

WALWORTH MFG. CO. ICE AND REFRIGERATING MACHINERY, 


SEATTLE, WASH. OIL REFINERY EQUIPMENT 
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PPLIES. 


Well, I’ve been to the sales convention, the convention 
of the selling force of the Macready Belting & Lubri- 


cator Co. It was, everyone admitted, the peppiest, liveli- 
est, whoopingest get-together event in the history of 
salesmanship. They have taken a lot of new blood into 
the Macready Company, all the old, conservative methods 
have been given the run and “Make it snappy!” is the 
order of the day—night too in convention time. 

There were flags flying from all the high points of the 
roof of the plant. There was a big banner across the 
front of the office building: ‘‘Welcome Home, Go-Get- 
ters!” 

In the lobby of the office building were leather couches 
and easy chairs, rubber plants and cuspidors in pro- 
fusion. Intelligent looking young men, selected from the 
office force, hurried here and there, looking busy and 
wearing large buttons imprinted “Ask me.” At a long 
table in an alcove the three prettiest stenographers from 
the president’s offices filled out badges with salesmen’s 
names, blue badges for the “Hundred Pointers” and red 
badges for the others. 

There was a haze of tobacco smoke, a buzz of voices 
and a spirit of good feeling. 

Then came the opening session and the president, that 
hard-headed old pioneer in the belting and lubricant in- 
dustry, told the boys of the wonderful record of the past 
year on the part of most of them, and spoke of the 
aggressive plans for the coming year. He was cheered 
to the echo, and past it. 

He was followed by Executive Secretary Pimble, and 
Pimble was not so complimentary. He got down to 
what he said were brass tacks, and it looked to a casual 
observer as if the tacks had points at both ends, and 
were sharply barbed in the middle. He reminded the 
men that they had, during the past few months, been 
bombarding the home office with complaints about ad- 
vances in prices and stiffening up of terms. They had 
objected that they were unable to meet competition. ‘We 
are going to show you while you are here this week,” 
said he, “that we are giving you the lowest prices of any 
manufacturer in our line, quality considered. We are 
going to show you just what our belting and our lubri- 
‘ants do under heavy usage.” 

Well, the joy-killer ended and the treasurer injected 
aray of sunshine by springing a few jokes and announc- 
ing a bonus payable next Christmas, based on the three 
months before and the three months after the conven- 
tion as compared in volume of sales. 

There was a dance that evening in one of the big 
rooms in Building No. 10, with the younger salesmen 
giving the girls of the factory welcoming committee a 
great time, while the all-business-and-no-play salesmen 
Sat around the edges and talked terms and shipments, 
routings and hotels, and the Ford as a transportation aid. 

The next day every salesman was given a work suit 
of blue denim and was assigned to some point in the 


Salesmanship 


At the Sales Convention 


By Frank Farrington 
All Rights Reserved 


factory where he saw with his own eyes just what Mac- 
ready belting would do, just what Macready lubricants 
would do. It was proved to him conclusively that no 
competitor’s product could stand up beside the Macready 
product. In fact there were shown examples of what 
had happened to competitors’ products in hard use. 

There was an illustrated lecture that night on ‘Mac- 
ready Products Around the World,” and after the lecture 
the regular annual meeting of the “Shock Absorbers,” 
the secret society of the salesmen who had been with 
the company three years or more. This was the occasion 
of many initiations, more than usual, as more than the 
usual number of salesmen reached the three-year mark. 

“Gosh, this has been a great day!” was the general 
feeling, as I heard it voiced by one salesman. “That 
little girl that tended the machine where I was watch- 
ing Macready belting work without wearing, was just a 
little the smoothest jane I ever hobnobbed with.” 

Two great days followed by a third. At the morning 
session there was a question and complaint box, and 
the salesmen filled it full of the complaints they had 
determined to make when they got to the convention, 
and they weren't going to be soft-soaped out of it either. 
Well, they made ’em and welcome. No soft soaping be- 
fore or after. 

And after the complaints were sorted into groups of 
similar questions by a committee of the salesmen, so 
that they could be answered by groups in the fewest 
words, complete reply was made, and every objection 
given a reply. It was not always the reply that was 
wanted, but it was at least a reply. The insurgents of 
the selling force figured strongly at this session. They 
arose, after the answers had been given, and objected 
that answers were answers, but that answers wouldn't 
vive them better terms to offer the trade, and that 
prices and terms had been left right where they were, 
and that meant that competition was going to get the 
bulk of the business. 

“Let’s not kid ourselves!” shouted one of the lead- 
ing insurgents, rising up boldly when there was a lull 
in proceedings, and addressing his fellows. ‘“Let’s not 
try to believe that all this explaining is going to make 
it any easier to sell Macready goods, goods that I admit 
are top notch stock. Smooth explanation of why prices 
are higher and terms stiffer isn’t going to go with hard- 
boiled buyers who just sit back and say, they can get 
good enough service with Greenow or Pilkit belts and 
Wizard oils. All this bull isn’t going to put any Christ- 
mas bonus in our stockings.” 

I think he said “bull” under the excitement of the 
moment, and was sorry he had gone quite so far, but 
what was said was said, and there was a very consider- 
able applause when he sat down. 

The executive secretary, who was presiding at the 
meeting, arose slowly and announced, after a glance at 
a slip of paper handed him by the president; “There 
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To make BELT JO} 
Solid Leather-USE-~ 


LEAT 4 ER BELT 


Authorities say that cemented belt joints when properly 
eS made have a strength equal to that of solid leather. o" 
. Leather laced, wire laced and riveted joints have a break- 

ing strength of from 35 to 85% of the strength of solid ® 


leather. 


a Obviously then, a cemented belt joint is the best, and . 7 
a COCHECO LEATHER BELT CEMENT is the very 
finest quality of leather belt cement that can be made— 
we know, because we use it in making all our belting. 


Try a can and you will be convinced of its superiority. 


Put up in '4, 1, 2 and 5 pound cans. 


BRANCHES 
73 MURRAY ST 


I. B. WILLIAMS & SONS, DOVER, N. H., U. S. A. 


oft the famous COCHECO BELTING 


50 When writing to Advertisers please mention MILL SuPPLIES. 
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will be no session of the convention this afternoon. 


Everyone is welcome at the Oakdale Golf Club, the links 
of which have been placed at our service for the balance 
of the day. The Metro Movies Palace has been bought 
for the evening, and there will be a vaudeville perform- 
ance and a wonderful super-movie. Your badge will be 
your ticket. Take the Greene street car to the Oakdale 
stop for the golf links. The Metro theatre is on Broad 
street and may be reached from here by any southside 
car.” 

The meeting adjourned after enthusiastic applause by 
the loyal supporters of the company policies, and a 
perfunctory hand-clap or two by the insurgents, who 
would not have their good will bought by entertainment, 
no sir. 

The next morning, in spite of.the nonchalant appear- 
ance of the company heads as they gathered about the 
platform when opening time drew near, there was some- 
ting in the air that brought the salesmen in in expect- 
ancy. 

After a few announcements regarding mail and trans- 
portation, the president said they would listen to Mr. 
Pimble. The president then went out. 

Mr. Pimble arose and spoke feelingly of his own and 
the salesmen’s great admiration for President Macready, 
“whose business methods are accepted throughout the 
whole country as standards, and whose energy and de- 
votion and foresightedness and aggressiveness and 
genius for sensing the right moves to checkmate coming 
developments, have brought this business to its present 
high standing.” 

Said Mr. Pimble, further: “You men have proclaimed 
to the world your faith in Macready principles and pol- 
icies. You have claimed to be supporters of his ideas, 
and you have boasted and toasted him up and down 
through your territories. I am here to say to you this 
morning that you are not supporters of President Mac- 
ready at all. You don’t believe in him. You haven’t 
confidence in his judgment—” 

“That’s a lie!’”’ shouted one grizzled veteran salesman. 
“I won’t sit here and stand that kind of talk. I'll take 
issue with any man who says the president’s ideas are 
not sound or his policies and methods right.” 

The excited speaker was pulled back into his seat, and 
the executive secretary, Mr. Pimble, pimbled along: “You 
men come here and refuse to believe anything President 
Macready has said to you. You think you know more 
than he does about what should be done to make this 
business a success. You fill the complaint box with 
kicks about the things the president thinks are best 
for the business, you men, some of you men who have 
been made by him.” 

There was more, much more, and the men sat and 
writhed under it until Pimble came to an end and sat 
down. Then arose the vice-president and general man- 
ager to preside, but before he could speak, the old-timer 
who had already arisen to object, left his seat and 
reached the platform, where he turned and appealed to 
the audience of salesmen. He told them how President 
Macready had picked him up when down and out, how 
he had taught him the business, given him a sales ter- 
ritory, encouraged him, put some fighting spirit into 
him. 

He told of the uphill experience of the company, of 
the bitter competition that had nearly withered it on 
the stalk, of its final success, and he gave open testi- 
mony to the ability of the president and to the con- 
tinuous growth that had taken place under his guidance. 
“Back in my city,” he concluded, “I am rated a suc- 
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cessful business man. I sell more belting and lubricant 
than anyone who comes into that territory, and I have 
money in the bank and property on the tax-roll. I’ve 
got it all by following the lead of President Macready. 
If you fellows will follow his lead, you can do as well 
as I have, and probably most of you can do better. 
Let’s forget all these kicks we’ve made. Let’s get to- 
gether and show the boss that we can make him come 
across with a bonus that will open his eyes. 
this Pimble that he’s got the wrong idea. 
what he says or thinks. 


Let’s show 
We don’t care 
We're for the president.” 

The speaker went to his seat and the convention 
cheered for ten minutes—cheered everybody and every- 
thing but Pimble. 

Later the president made announcement of certain 
changes in terms and prices, something like a concession, 
perhaps. The whole event closed that evening with a 
wonderful harmony banquet, with the meal served on 
tables made of Macready belting stretched from one 
support to another. The speakers forgot their troubles 
and spoke only that which brought inspiration and 
smiles. There were addresses on ‘Belting in History,” 
“How Much Power Does Lubrication Save?” ‘The Busi- 
ness Outlook in South America,” and one or two other 
subjects. 

It was a month later that I met on a train one of the 
salesmen with whom I had become acquainted during the 
convention. “‘That was a great sales convention,” said I. 

“Wasn't it a whizz!” ejaculated the salesman. ‘Say, 
we had some time, and we won't forget it for a while.” 

“Just one thing I missed,” I suggested. “I never 
heard it mentioned. I went there expecting to learn 
something about it.” 

“What was that?” my acquaintance asked. 

“Salesmanship,” said I. 

“Why—er—I never thought of that,” said he. 

“Apparently nobody did,” said I. 

“By the way,” said he, ‘they canned Pimble. 
him the air.” 


Gave 


“T thought he did a good job,” was my comment. 

“Somebody had to be the goat, but we couldn’t stand 
for Pimble after all he said. It’s a hard world, this 
business world.” 

“Yes, a hard world—for goats,” I agreed. 

CHARGE FOR BROKEN PACKAGES 
National Supply and Machinery Dealers’ Association Sends Inquiry 
Relative to Additional Service Return 

The National Supply and Machinery Dealers’ Asso- 
ciation is making an inquiry among its members to ascer- 
tain whether there is a tendency to make a surcharge in 
handling orders for broken packages. Secretary Thomas 
A. Fernley makes the following explanation of the reason 
for the inquiry: 

“One of our members has written us that in handling 
orders for broken packages, he makes a surcharge of 25 
per cent for service, and that the same plan is followed 
by several of the competing dealers in his territory. 
Even among manufacturers, we find that one bolt manu- 
facturer has a minimum charge of two dollars, and that 
some of the screw manufacturers and bolt people have a 
special basis for broken package orders. The inquiry 
has nothing to do with the price of the goods themselves, 
but merely with the practice of making some additional 
charge for broken package service with all its losses and 
risks, as well as extra cost incident to the shipment of 
less than a minimum package quantity.” 
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STEADY DEMAND for GANDY 
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The Sales Overhead Goes Up— 


When the salesman has to talk and talk and talk to make a sale. 
The profitable thing about selling the Gandy Belt is that everybody 
knows it is the best belt for Main Drives—General Transmission, 
Elevators and Conveyors. There's no argument about it. That 
makes selling easier. You get a good margin on each sale of 
Gandy Belt, so why not stock it? Write today for information. 


“It has the Green Edge It’s Easier to Sell.” 


GANDY BELTING COMPANY 


New York: 36 Warren Street Cficago: 552 West Adams Street 


MAIN OFFICE AND FACTORY: 757 WEST PRATT ST., BALTIMORE, “i 


When writing to Advertisers please mention Mitt Supptigs. 
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HIGH SPEED DRI 


The National Twist Drill & Tool 
Company announces the develop- 
ment of a new and better High 
Speed Drill—the“7716" 


The “National” High Speed Drill 
has always been acknowledged a 
leader in its field; but in the*7716 is 
presented to the trade a Super-Drill 
A which is bound to further emphasize 
this leadership. 


It combines sound engineering prin: 


ciples, advanced metalurgy, and 
| careful workmanship in a way which 

: cannot fail to result in a better and 
een more efhcient drill than any pre- 
viously available. 


Furnished in all Standard and 
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NATIONAL 
FIRST” 


TWIST DRIBB - REAMERS - MILLING CUTTERS - SPECIAL TOOLS 
NARNAL TWIST DRILL & TOOL COMPANY 


The History of the’7716'High Speed 


Twist Drill 


The“7716"Drill is not in any sense an over-night 
development. 


It is now more than four years since the first Drill 
bearing the symbol“*7716” was put into service by 
the National Twist Drill & Tool Company. 


Even before that time a thorough search had been 
carried on for a Drill which would more nearly ful- 


fill the exacting and severe requirements of modern 
quantity production. 


Since then it has been a continuous process of re- 
finement, both in their own laboratories and in the 


drum fire of the production shops. 

‘The achieved result is the*7716’Drill of to-day which 
can be placed in your operator’s hands with an assur- 
ance of more holes per grind and more holes per drill. 
Along with the7716’Drill is also offered the engi- 
neering service of the National Twist Drill & Tool 


Co., a service that has, in the past, been appreciated 
by all its customers. 


For further particulars address the Home Office or 


2 Branches. 


MANUFACTURERS 


of PARABOLr 


MILLING CUTTERS 


DETROIT, 
BRANCHES 
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Rise of Henry Calkins, 


,U 


Mill Supply Salesman 


In Which He Learns the Trick of the Collection Game and Saves Him- 
self the Embarrassment of Borrowing Money From Manufacturers 


The most astonishing thing when Old Man Purdy went 
to smash, six weeks after the great war broke out, was 
the taking over of his business by Henry Calkins. 

Henry was the youngest clerk. He had a little money 
saved up, but his chief capital was a basic knowledge of 
business gained by studying fundamentals, not simply 
in his line, but other lines. He was quizzed sharply by 
the manufacturers Old Man Purdy owed, but when he 
explained his plans, they confidently 
let him go ahead, and gave him 
credit. They were even willing to 
endorse his note for a bank loan, but 
he declined, saying that he knew 
where to get enough ready money 
without paying interest or going 
further in debt. 

And he did get it—can you guess 
where ? 

Why, from the Old Man’s charge 
customers, most of them months in 
arrears, and some of them deadbeats. 
Carelessness in credits and collec- 


ing a stone wall. 
cue. 
refused, with 


he did! 


Collins. 


When Henry Calkins took over 
Old Man Purdy's defunct mill sup- 
ply business he found himself buck- 
He needed money. 
Manufacturers flocked to his res- 
They offered to endorse his 
note for a bank loan. 
thanks. 
where to get meney,” he said. And 
How is told in this instal- 
ment of the series by James H. 
In this adventure Henry 
shows his mettle—and originality. 


due. Credit may be a concession to get his business 
against competition, but it is also a convenience for him. 
Letting him pay for goods in a lump sum once a month 
is a form of service. The more competitive the business, 
the more need for prompt payments, because profit mar- 
gins are smaller. Good collection is, in a sense, a form 
of teaching. 

Next comes good accounting. How can a tardy cus- 
tomer be expected to pay his obliga- 
tion promptly when his creditor is 
tardy in sending bills and. state- 
ments? It is only human nature for 
people to be first dilatory with, and 
then to take advantage of, a creditor 
whose own lack of system shows that 
he is easy going. 

A farmer bought a tractor on the 
instalment plan, and after making 
prompt payments for the first year 
began to fall behind. A collector 
found that he had done a great deal 
of plowing for neighbors who were 


But Henry 
“T know 


tions probably did more than any 
other one thing to cause Purdy’s 
failure. Sound collection tactics, 
learned while he was a clerk, by 
going about and asking questions 


No wonder he rose from a humble 
junior salesman in Old Man Pur- 
dy’s humble establishment to 
become a mill supply dealer of rep- 
utation and money-making ability. 


slow pay. Whereupon the collector 
went around to see some of these 
people, and got enough money to 
cover all he owed. 

As 


of collection men, enabled Henry 
Calkins to get in ninety per cent of these lax accounts 
within a few weeks, and in hard times at that. 

One of his best teachers was a professional money- 
lender—not a “loan shark” holding his victims by fear, 
but a licensed lender who had to sell money at reason- 
able rates, under state regulations. Henry got acquainted 
with him when he was forced to borrow a little money 
himself. 

“A few folks are deliberate dead-beats,” the money- 
lender told him. ‘They mean to get credit from as 
many people as possible, and pay nobody, but they are 
not so many. Most people are honest at heart. The 
real dead-beats who cheat business men are the business 
men themselves. They grant credit carelessly, keep ac- 
counts loosely, and let debts run on with little attention. 
Thus, they not only lay themselves open to lose through 
dead-beats, but lose money owed by customers who, with 
alittle management, would be prompt in paying up. 

Bad collections, he said, are bad selling. 

“You mean extending credit to the wrong people?” 
asked Henry. 

“No! A wrong understanding with the right people 
after you have given them credit. Money lending is 
tne hundred per cent credit. We have to sift people 
pretty fine. I'll use my credit facilities to choose one 
hundred customers to whom I can make loans and get 
my money back from ninety-nine. Then I'll turn those 
one hundred customers over to the average business man, 
and by bad selling he'll develop from ten to twenty dead- 
beats among them.” 


It isn’t enough to grant credit after inquiry shows 
that the customer has an income that warrants it, and 
arecord of honesty. It must be impressed upon him that 
he is expected to meet his obligations promptly when 


Old Man Purdy’s successor, 

Henry told slow-pay customers he 
wanted to keep them on his books, but he got a good 
many inquiries from other houses about the credit stand- 
ing of his customers. Such inquiries he answered with 
a statement showing the dates at which they had been 
billed the past year, and the dates they had paid accounts 
—not giving amounts, of course. That made a strong 
impression, for most people liked to have a good credit 
standing. 

As a collector Henry was good humored, fair and firm. 
Some debtors had neglected payment or not found it 
convenient. Others had outstanding accounts them- 
selves, or their incomes had been cut by hard times. 
Definite arrangements were made for payment, and in 
nearly all cases adhered to. 

In many cases, the debtor was using hard times as an 
excuse for tardiness. Three-fourths of Henry's collec- 
tions were made by changing that point of view. For 
here the astonished debtor saw a young fellow embark- 
ing in business on his own hook in the hardest times and 
confident of success, not only for himself but sure that 
others would pull through by management and hard 
work. Catching this confident spirit, they not only paid 
up, but in many cases started collecting themselves. 

Plan Industrial Art School 

A committee of prominent Chicago men has begun 
work towards the establishment in their city of an Amer- 
ican school of the industrial arts, and is now engaged in 
raising a sum of $200,000 for this purpose. It is the 
hope of the sponsors that the establishment of such a 
school will be but the beginning of a stupendous advance 
in artistic expression in all kinds of manufactured prod- 
ucts. The school will not be limited in its artistic scope, 
but will be designed to meet many needs of industries. 
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“Nothing Takes the Place of Leather’ 


And Alexander Leather Belting has a 
reputation for Highest Quality since 1867 


ALEXANDER BROTHERS 


414 NORTH THIRD STREET PHILADELPHIA 
BRANCH OFFICES 
New York Chicago Detroit Cleveland New Haven Grand Rapids Charlotte 


A Hammer * 


Ordinarily it takes special tools in the hands of an experienced shopman to repair 
broken belts. This is eliminated by the use of 


wane 


BRISTOL'S 
Patent Steel Belt Lacing 


Anyone can quickly lace a belt with them. The only tool needed isa hammer. There 
are machine shops near you who still lace belts in the oldfashioned way. By selling them 
Bristol's you will be doing them a favor, making customers and making money for your- 
self. Send for a sample assortment and Catalog 712-H. 


THE BRISTOL COMPANY 
WATERBURY, CONN. 


Branch Offices: 
Yor PHILADELPHIA PITTSBURGH 


CHICAGO Lours San FRANCISCO 


When writing to Advertisers please mention 
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Annoying Experiences of a Mill Supply Dealer 


More the 


Discouraging Is 
A prominent mill supply dealer in an industrial city 
of the Middle West suggests that a campaign be started 
to change the views of some of the purchasing agents 
in large industrial establishments who, even when local 
dealers are in a position to quote prices that are right, 
insist on placing orders direct with manufacturers. The 
dealer made the suggestion in a lengthy letter to MILL 
SUPPLIES, in which he explained in detail some of the 
experiences which he meets in his business. Here are 
some of the most interesting statements contained in the 
letter: 

“In a city the size of ours, where there are only three 
or four mill supply dealers, there are not enough to go 
around for every manufacturer who would like to be 
represented. So, we have quite a bit of competition 
from manufacturers who cannot be represented, and who 
come in and quote direct to the consumer, quoting prac- 
tically what our cost is. Take, for example, twist drills. 
As you know, our cost is 65-10-5 per cent, and some of 
these manufacturers are quoting this same discount, or 
go as low as 65-10 per cent. This leaves us a gross 
margin of 5 per cent to compete against, and to deliver 
them out of stock makes a loss. 

“It is not only the drill business in which we are up 
against it with some of these manufacturers, but in quite 
a number of other lines. They seem to think it is more 
satisfactory to them to deal direct with consumers than 
with a jobber. I even find some of these manufacturers 
trying to get the customers of our local mill supply 
houses to buy direct from the manufacturer, instead of 
buying through us. We are situated between two large 
cities and we are up against a stiff problem all the time. 
“We took it up with the local chamber of commerce to 
yet out bulletins and urge the local manufacturers to 
buy all they could from dealers in their own city. Of 
course, we can’t expect them to pay us any more than 
they do when they buy elsewhere, but, all things being 
equal, where there is no reciprocity connected, we urge 
them to buy here. I am sorry to say that there are 
quite a few purchasing agents who refuse to purchase 
their supplies locally. I don’t know why it is. They 
either think it is smart, or their job has turned their 
heads so that they can’t see their local dealers at all. 

“IT have had several experiences that have been very 
annoying, and of course it isn’t policy to go over their 
heads to the ‘powers-that-be’ because sooner or later it 
gets back to these same purchasing agents, and then 
they flare up and are worse than ever. So we have to 
use diplomacy. Try as we may, they seem to want to 
buy out of town. 

“Yet the sales departments of these same manufac- 
turing plants preach from morning until night to their 
salesmen to protect their jobbers, and they assure their 
jobbers that they will be protected. Yet, they do not 
practice what they preach in their own offices. 

“T had a case a few days ago with a certain company, 
Which is very careful to protect their jobbers. I had a 
proposition up with their purchasing department for a 
lot of material which we handle. The same material is 
also manufactured by two other manufacturers. The in- 
quiry was sent direct to the manufacturer whose goods 
I handle, and this manufacturer referred the company 


Competition With Direct Selling Manufacturers 1s Stiff, But leven 
“Hard-Boiled” 


Purchasmg <lyent 


back to me. The purchasing agent of the company in 
question wrote a letter to the manufacturer stating that 
if he had to buy through a local dealer, he would have to 
place his order elsewhere, as it was not his policy to buy 
through dealers. Fine spirit! I personally took this case 
up with the purchasing agent, but I might as well have 
talked with one of the dummies in Egypt for all the im- 
pression I made. 

“This is only one of several cases to which I could refer 
you. It certainly is discouraging. We have another 
company here. I don’t know of any organization which 
is as loyal to its own jobbers. They invite them here 
during the year, hold an annual convention and you 
couldn’t buy their products direct from them to save 
your soul. Yet, we don’t even yet a chance at their in- 
quiries for mill supplies. We have hollered until we are 
blue in the face, but without effect. 

“We aim to carry a large stock of mill supplies, every- 
thing from a paper of pins to ‘white elephants,’ and we 
are continually adding to our line for the accommoda- 
tion of our customers. It is not uncommon for them to 
call up and want a piece of belt rushed out to their plant. 
You know the line, ‘Should have had it vesterday,” and 
we hustle to get it out whether it be five minutes to 
closing time or on Sunday morning. Yet, when this 
company wants to buy a roll of belting the order goes 
into some belt manufacturer direct. 

“Of course, we have many good manufacturing friends 
who buy from us, but we are very anxious that a little 
campaign be started in a nice, quiet way to reach the 
minority, those buyers who still misunderstand the mill 
supply dealer and who refuse to support. their 
service stations.” 


own 


MECHANICAL RUBBER EXPORTS 
Notable Increases in Belting, Hose and Packing Shipments to 
Foreign Countries During First Half of 1923 

Exports of mechanical rubber goods from the United 
States during the first half of this year showed a sizable 
increase over the exports of the corresponding period 
of 1922. Rubber belting exported amounted to 1,749,505 
pounds during the first half of this year, compared with 
949,651 pounds during the first half of 1922. Rubber 
hose exports for the periods mentioned were 2,283,615 
pounds, as compared with 1,570,695 pounds, and rubber 
packing exports were 710,079 pounds, as compared to 
488,331 pounds. The price trend of these exported prod- 
ucts indicated increased prices of rubber belting and 
hose, and lower price of rubber packing. 

Comparing the exports of mechanical rubber goods 
during the first half of this year and the corresponding 
period last year, we find that British South Africa 
jumped from third to first place as a market for rubber 
belting, while exports to Chile, Argentina, Norway, 
Australia, England, Brazil, British East Africa, Cuba, 
Portuguese East Africa, Belgium, the Dutch East Indies 
and Peru have increased notably. Ten markets have 
taken over 50,000 pounds of rubber belting each as com- 
pared with three markets last year. Only six export 
markets took over 50,000 pounds of rubber hose during 
the first half of 1922, while this year 11 markets ex- 
ceeded that amount. 
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Standards of Practice | 
of A. B. P. Papers 


The Associated Business Papers, Inc., includes in its membership | 
the most important business publications in practically all indus- | 
trial and vocational fields. The members of the A. B. P. have ded- | 
icated their best efforts to the cause of business and social service, 
and to this end have pledged themselves to abide by the following 
standards of practice— 


— 


. To consider, first, the interests of the subscriber. 


2. To subscribe to and work for truth and honesty in all 
departments. 


3. To eliminate, in so far as possible, his personal opinions 
from his news columns, but to be a leader of thought in his 
editorial columns and to make his criticisms constructive. 


4. To refuse to publish “puffs,” free reading notices or paid 
“write-ups”: to keep his reading columns independent of 
advertising considerations, and to measure all news by this 
standard: “Is it real news?” 


5. To decline any advertisement which has a tendency to 
mislead or which does not conform to business integrity. 


6. To solicit subscriptions and advertising solely upon the 
merits of the publication. 


7. To supply advertisers with full information regarding 
character and extent of circulation. including detailed cir- 
culation statements, subject to proper and authentic veri- 
fication. 


&. To co-operate with all organizations and individuals en- 
caged in creative work. 
. To avoid unfair competition. 
10. To determine what is the highest and largest function of 
the field which he serves, and then to strive in every legiti- 
mate way to promote that function. 


The entire membership of the Associated Business Papers, Inc., 
has its circulation books, orders and cash audited by the Audit 
Bureau of Circulations. Every advertiser knows, therefore, exact- 


ly what circulation he is buying—and knows, too, how that circula- 
tion was obtained. 


VILL SUPPLIES is a member of the Associated 
Business Papers, Inc., Audit Bureau of Circulations, 
and Chicago Business Papers Association. 


When writing to Advertisers please mention MILt Suppties. 
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America as a nation has now become preponderantly 
industrial in character. Probably there are compara- 
tively few people who clearly appreciate the nature of the 
pronounced change which has taken place in the eco- 
nomie life of our citizens during the past few genera- 
tions. Originally dependent chiefly upon agricultural 
pursuits and a somewhat primitive type of living condi- 
tion which necessarily accompanied such a state, we have 
gradually by easy steps tended more and more toward a 
condition of concentration into urban communities drawn 
thereto by the allurements of city life and particularly 
by the opportunities which our expanding industrial 
growth has offered to us, until today more than one-half 
of the population of the country derives its livelihood 
directly or indirectly from the industrial activities which 
surround us and which absorb the greater portion of our 
personal efforts. 

Out of the approximately 4,000,000 people who now 
constitute the population of Massachusetts, only about 
200,000 derive their living from agricultural pursuits, 
and it is safe to predict in case the industries of Massa- 
chusetts were for any reason to be transferred outside 
the present boundaries of our staie, that practically its 
entire population would be obliged to migrate with them 
or otherwise to turn to agriculture and to obtain such a 
living as they might be able to secure from the soil. 
What is true of Massachusetts in this respect applies 
with equal force more or less to much of the remainder 
of the country, and it is high time that there was awak- 
ened in the mind of the average citizen a better appre- 
ciation of the fact that he cannot expect prosperous 
and satisfactory conditions for himself and his family 
unless the industries of the country upon which he 
depends for his income are maintained in a healthy and 
vigorous condition. 

The growth of American industry has been one of the 
marvels of the present age and the benefits which have 
accrued therefrom to the people of this country have 
constituted the controlling influence which has made pos- 
sible the superior advancement of the economic status of 
the American citizen when compared with that of his 
contemporary of any other nation. The amount of physi- 
cal goods and services which the average citizen of this 
country receives in the course of a year far exceeds that 
obtained by the citizen of any other nation known to 
history, while the accumulation of wealth among our 
people during the comparatively brief period of our 
national existence, very closely approximates the total 
wealth acquired by the nations of the entire world during 
the thousands of vears that preceded the formation of 
our government. 

The intelligent employment of this wealth in produc- 
tive enterprise, aided by the unparalleled efficiency of 
American genius and initiative, has resulted in an ever- 
increasing improvement in the standard of living of our 
population. 

Julius Barnes, president of the United States Chamber 
of Commerce, is authority for a recent statement that 
the American farmer now produces 121% tons of agricul- 
tural products per worker compared with 11% tons per 


worker for the balance of the world. This has been made 
possible because of the intelligent development of our 
agricultural equipment industry thereby providing effi- 
cient labor-saving machinery with which to speed up pro- 
duction and the adoption of improved and_ scientific 
methods of farming. It is stated by the same authority 
that whereas last year’s wheat crop in this country con- 
sumed 7,000,000 days’ labor in its planting, cultivating 
and harvesting, the same crop had it been produced one 
hundred years ago would have necessitated the employ- 
ment of 180,000,000 days’ labor because of the primitive 
character of the facilities and methods then in vogue. 
This saving of 123,000,000 days of labor in connection 
with the wheat crop alone is indicative of the marvelous 
improvement which science, invention and industrial 
development have brought about since the early days of 
our national life. 

In the year 1867 steel workers in this country received 
on the average $465 per year in wages, while the cost of 
steel rails was $165 per ton. In 1914 the industry had 
progressed to a point where an even inferior class of 
labor received $1125 per year, but notwithstanding that 
fact the cost of steel rails had been reduced to $28 per 
ton. In the year 1870 the cost of transporting a bushel 
of wheat from Chicago to Boston was 44 cents, whereas 
in 1914 the same service was performed for 11 cents per 
bushel, while the railroad employee received $150 more 
per year in wages and his hours had been greatly 
reduced. 

In the meantime, while these improvements in produc- 
tive efficiency had been taking place, the labor which was 
released through the adoption of labor-saving devices 
was promptly absorbed in manning entirely new indus- 
trial undertakings so that not only has our production 
enormously increased during recent periods, but the 
diversity of our industrial activities has also 
greatly expanded. 

Quoting Mr. Barnes once again, we now have four 
major industries, namely, automobile, motion picture, 
electrical and chemical, which were — substantially 
unknown a generation ago, but which today furnish the 
means of livelihood for more than 30,000,000 of our 
present population. 

Total production in this country has maintained an 
average annual increase in volume of approximately 4 
per cent during the past twenty years or more, whereas 
the population increase has averaged only about 2 per 
cent. 

We have but to compare such records of accomplish- 
ment against similar improvements in the case of other 
nations of the world to realize how incomparably supe- 
rior our progress has been. 


been 


STARTED IN NEW ENGLAND 
It is interesting to note in passing that this great 
industrial development had its inception here in New 
England. Our early ancestors, endowed by nature with 
a spirit of energy and thrift and possessed of a highly 
developed gift of initiative and ingenuity, learned at a 
very early stage to apply themselves with great effective- 
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ness to industrial pursuits, and although their facilities 
were extremely crude and their methods more or less 
primitive in character, they very soon established a 
worldwide reputation for the excellence of their work- 
manship and the satisfactory quality of their business 
standards. Long before the balance of this country had 
emerged from its pioneer state, New England colonists 
were building up a commerce in the several markets of 
the world, as an outlet for the industrial activities of 
their people, and their infant industries rapidly expanded 
in number and size to the great material benefit and 
renown ot the community. 

As a result of this early experience, three great assets 
were created which in large measure have remained with 
us to the present day. The unusually high quality of 
the skilled workmanship which was an absolute essential 
in those days, has been handed down through the many 
generations that have succeeded that period until it has 
become a recognized New England characteristic. Simi- 
larly the rare qualities of business management and 
direction which proved their possessors fully capable of 
competing successfully with the most advanced nations 
of that era likewise became an important attribute of 
New England industry, and our supremacy in this 
respect has never since been seriously questioned. The 
pronounced financial success of our early business ven- 
tures and the subsequent phenomenal enlargement of 
these original ventures, in conjunction with the well- 
established native characteristic of thrift, brought into 
this community a liberal volume of liquid capital in the 
form of profits and savings which ever since those early 
days has made New England the envy of her sister 
states, many of whom lacked the financial resources 
required for their satisfactory industrial development. 

For many years these three fundamental assets of 
skilled workmanship, superior managerial ability and 
abundance of capital were the dominating factors which 
definitely maintained our supremacy as the most influen- 
tial section of the nation industrially. 

These initial advantages, however, although | still 
retained in large measure, no longer dominate the situa- 
tion as they formerly did. Not only have other sections 
of the country applied themselves diligently to indus- 
trializing their own communities, but New England 
workmen, New England industrial leaders and New 
England money have gone out in increasing amount dur- 
ing past vears for the building up of vast enterprises in 
every section of the nation. 

This should by no means constitute a subject of regret 
so far as the people of New England are concerned. On 
the contrary, we should take pride in the fact that our 
people have contributed so important a part in aiding 
their sister states throughout the nation to prosper in 
the same manner that they themselves have prospered 
in the past. 

However, it cannot be denied that the competitive con- 
ditions which have thereby been created have placed a 
serious burden upon the enterprises of New England, 
such as have required the full exercise of every superior 
qualification possessed by our people in order to main- 
tain their former industrial supremacy. 

At the present time industrial New England labors 
under many adverse competitive handicaps which are not 
as fully appreciated by her people as they should be. It 
is a matter of vital consequence, however, to every man, 
woman and child in the community, that the evil influ- 
ences of these burdens should be promptly eliminated or 
neutralized if we are to continue in the enjoyment of the 
benefit of our present industrial activities. 

To begin with, New England is located more remotely 


from the source of its raw supplies than is any other 
industrial section of the country, and since this is a 
natural handicap over which we can exercise no control, 
we must face it courageously and offset whatever dis- 
advantages it may impose by superior qualifications of 
personal ability. Unquestionably, if this constituted the 
sole obstacle confronting New England industry, it 
might well be ignored as a_ relatively unimportant 
adverse factor. There are many additional competitive 
burdens, however, which have gradually been loaded 
upon the shoulders of New England’s industries which 
are now assuming menacing proportions, such as inefli- 
cient and inadequate transportation service, high cost 
power, a disproportionately high cost of food supplies, 
a somewhat politically hostile legislative attitude, a 
rather non-cooperative labor situation and a relatively 
high system of taxation. All of these influences combine 
to create a cumulative and constantly increasing burden 
which penalizes the New England manufacturer in his 
attempts successfully to compete in the open markets 
with the products of other sections of the country more 
favorably situated in these several respects. 
OUR TRANSPORTATION DIFFICULTIES 

It is unnecessary for me to remind the business men 
of New England that their existing transportation facil- 
ities are distressingly unsatisfactory. Every individual 
who has attempted to transact business in New England 
during the past few years is fully aware of the distrac- 
tions which have been occasioned by reason of embar- 
goes, delays, car shortages and other interruptions in 
our railroad service. Repeatedly business orders have 
been lost or cancelled because of inability to obtain 
timely deliveries of raw materials or shipments of fin- 
ished products owing to railroad delinquencies. During 
the past year our principal New England railroad sys- 
tems have found it impossible to handle with their exist- 
ing facilities and equipment the traffic which has been 
offered them, with the result that not only have ship- 
ments been delayed at the gateways, but congestion on 
the railroads themselves has resulted in inevitable 
inefficiency. 

Although the existence of this unfortunate situation 
is generally recognized among New England shippers, 
it is probable that very few among them are fully con- 
versant with the underlying reasons therefor. A special 
committee of executives of the Associated Industries, 
aided by our experienced Transportation Committee and 
its general counsel, has devoted nearly three years of 
intensive study to this problem, and its conclusions were 
summarized and published in a report submitted last 
August outlining the salient features governing this 
problem. 

It is always a simple disposition of such matters to 
charge all of the evils to inefficient management. Our 
committee, however, reached the conclusion that the real 
difficulty in our local railroad situation lies far deeper. 
The management of our New England roads is appar- 
ently at least fairly comparable in character and ability 
with that of the average railroad of the country. In 
view of the conditions under which our roads are obliged 
to operate, there is much ground for the belief that in 
many respects the management of our local systems has 
been especially well administered. 

The chief cause of the decadence of our New England 
railroad systems lies in the fact that they are obliged to 
render a particularly expensive type of service compared 
with that demanded of the average railroad of the coun- 
try, while they receive only what amounts substantially 
to an average return. They are compelled to operate in 
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conformity with a system of rates which are deemed 
sufficient for the railroads for the country taken as a 
whole, but which at the present time make no provision 
for occasional railroads such as ours that are required to 
operate under exceptionally adverse conditions. 

For example, a solid train of cars may be made up at 
a western terminal consigned to New England. It is the 
duty of the trunk line merely to haul this train over 
perhaps 1,000 miles of comparatively level trackage to a 
gateway at or near the Hudson River, where it may be 
delivered to a New England road. Such service repre- 
sents the very minimum of expense in operation and 
investment charges. At the Hudson River it is turned 
over to its New England connection, whereupon it must 
be broken up in a classification yard and reconsigned in 
a variety of miscellaneous units to many independent 
destinations on the system. At each of these latter 
points freight terminals or sidings must be maintained 
and switching operations conducted. The individual 
cars must be placed at the point designated by the con- 
signee. Instead of hauling these trains in large units, 
the prohibitive grades of many of our New England 
roads, together with the variety of destinations, neces- 
sitates comparatively small train loads and frequent 
break-ups on sidings and in local yards in order to divert 
the several car loads to their proper owners. 

In addition, the New England roads are obliged to 
operate through a densely populated section of country 
requiring enormous outlays for the protection of grade 
crossings and very considerable investments in the elim- 
ination of many of these danger points. It has been 
stated by the president of one New England railroad that 
the payroll for crossing tenders on the Boston & Maine 
railroad is approximately $3,000,000 per year and on the 
New Haven $3,500,000. These sums are to be compared 
for example with an expenditure of approximately $150,- 
000 per year for grade crossing protection on the Great 
Northern railroad, comprising 2000 miles of line. 

In addition there must be provided and maintained 
adequate ocean terminals for the receipt and delivery of 
export freight, while every large centre requires suitable 
vard facilities and freight houses for handling and stor- 
ing the miscellaneous freight both inbound and outbound. 

The statement has been made that there are times 
when on the New Haven system there are required 75 
more locomotives for switching purposes than are util- 
ized for the hauling of trains. In other words, the prin- 
cipal New England railroad systems constitute a vast 
terminal for the collecting, storing and delivering of a 
yreat variety of traffic assembled from and consigned to 
a multitude of points, and it will be readily appreciated 
that this class of service, with its necessarily excessive 
investment charges, cannot be rendered upon the same 
basis of revenue return as can the comparatively simple 
trunk line portion of the total freight movement. 

Attempts have been made by the New England rail- 
roads to obtain a sufficient proportion of the through 
freight rate to compensate them for the disproportionate 
cost of their operation, and while they have been par- 
tially successful there are certain practical difficulties 
which seem to make it improbable that they can ever 
expect to secure a suitable portion of the total freight 
charges, such as will compensate them adequately for the 
more expensive type of service which they must always 
render. 

Furthermore, a large share of the business transacted 
by the New England railroads is entirely intrastate in 
character and railroad rates upon this class of business 
cannot be further advanced without diverting a substan- 
tial increase in volume to the competing motor truck, 


which already has deprived rail carriers in this com- 
munity of a very considerable portion of their former 
local traffic. 

Records on file with the Interstate Commerce Com- 
mission seem to indicate that over a period of at least 
twenty vears there has been actually consumed in oper- 
ating expenses on the principal New England railroads, 
approximately ten cents more on the average out of each 
dollar of revenue than has been required in the case of 
several trunk lines west of the Hudson River. 

Under these conditions it is inevitable that our New 
England railroads should find themselves in a financially 
impoverished condition. Unable to earn their operating 
expenses plus taxes and fixed charges, no dividends have 
been available for the stockholders for many years. In 
the absence of such a dividend-paying capacity, the bor- 
rowing credit of the roads has been completely destroyed 
so that no new capital can be secured for } 
improvements and extensions. As demands for tratlic 
movements increase, therefore, our New England rail- 
roads are bound to render increasingly poorer service 
with the result that unless a remedy is found in the 
meanwhile, many of our industries may find themselves 
so seriously handicapped in transacting their business 
as to compel their removal to other localities. 


necessary 


RAILROAD CONSOLIDATION 


Recognizing the nature of the difficulty which now 
confronts not alone our New England railroads, but 
many other similarly situated systems throughout the 
country, Congress, in the vear 1920, enacted the so-called 
Transportation Act, which imposes upon the Interstate 
Commerce Commission the duty of 
series of consolidations between existing railroads so 
that the present railroads of the country, numbering 
over 200 independent lines, may be brought together into 
a limited number of unified roads so constituted that the 
financially weak systems will be absorbed by the stronger 
companies adequate earning power, thus 
diluting their excess income and resulting in a combined 
system of earning power approximating the average of 
that of all systems. 

In compliance with this act, the Interstate Commerce 
Commission has already completed a tentative study of 
the problem and has suggested for the purposes of dis- 
cussion the proposed consolidation of all the railroads 
into some twenty combined systems. 

In view of the fact that the Interstate Commerce Com- 
mission is already engaged in holding a series of hear- 
ings preparatory to announcing a final decision respect- 
ing these consolidations, it becomes a matter of con- 
siderable importance to the people and industries of New 
England what final disposition shall be made of the exist- 
ing New England railroad properties. 
alternatives are presented. First, that the several New 
England railroads shall be consolidated into a single 
New England system, and second, that the several prop- 
erties in this district shall be separately absorbed by 
some of the proposed new trunk-line systems operating 
to the west of the Hudson River. 

From the standpoint of sentiment among the New 
England people and to a considerable extent from 
motives of local interest, there is strong support for the 
creation of a consolidated New England system. To be 
sure, such a consolidation would not reflect the primary 
intent of the Transportation Act, namely, that railroads 
of high earning power should absorb those of weaker 
financial strength. The principal arguments which are 
put forward in support of the New England plan, aside 
from considerations of local pride, have to do 
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largely with the assumed superior bargaining power 
which such a road would possess with respect to inter- 
change of traffic with its western connections. 

Against these suggested advantages there arises the 
important question of how such a system could be 
financed unless it were given the authority to increase 
freight rates in the district which it serves. Such a 
solution would probably be fatal to the continued exist- 
ence of an industrial New England. Our manutactur- 
ers have reached the limit of competitive endurance. A 
disproportionate increase in their freight rates in order 
to support a New England consolidated system would 
undoubtedly mean the loss to this community of a sub- 
stantial number of its leading industries. 

Even if, as has been suggested by some, the several 
New England states and communities should contribute 
publicly in one form or another to the support of a uni- 
fied New England system, the effect would unquestion- 
ably be the same. It matters little in the last analysis 
whether industries contribute additional sums directly 
to the railroads in the form of increased freight rates 
or whether they are similarly taxed by the local com- 
munities in order to support public contributions for the 
same purpose. 

It may be said, generally speaking, that no consolida- 
tion of the New England roads, one with another, can 
provide satisfactory remedies for the present burden- 
some transportation situation unless some adequate 
means can be found for supplying a suitable amount of 
credit to the new enterprise without imposing further 
exactions upon our already overburdened industries. 
This requirement seems to interpose a rather insuperable 
obstacle so far as the creation of a New England con- 
solidation system is concerned. 


TRUNK-LINE PLAN 


Considering now the proposal to link existing New 
England railroads with various trunk lines to the west, 
it will undoubtedly be possible thereby to overcome the 
all-important financial problem. If, for example, the 
Boston & Maine system could be made a physical part 
of the New York Central system or some other relatively 
strong trunk line, and if similar provision could be made 
in another direction for the absorption of the New 
Haven system, the credit of these financially strong roads 
would immediately inure to the New England properties, 
thus providing necessary capital for improvement in both 
physical property and service. The ownership of these 
roads by the stronger lines would, of course, necessarily 
dilute to some extent the earning power of the latter 
properties, but this is exactly the purpose aimed at by 
the National Transportation Act. Incidentally New 
England would be connected with its markets by a uni- 
fied railroad system with all of the benefits of service 
which the stronger lines would be able to render. 

Apprehension exists in many local quarters that trunk- 
line ownership of the New England railroads would prove 
disastrous to the district because, it is argued, we should 
be subjected to absentee management, and that the own- 
ers of the property would be more inclined to favor the 
development of their own local interests at the expense 
of our own. 

This result has not been realized in the one conspicu- 
ous instance in New England of trunk-line control of the 
Boston & Albany Railroad which has, under foreign 
ownership, rendered continuously improved service com- 
parable with that supplied to any other division of the 
New York Central Railroad. 

Every individual who has ever had occasion to invest 
his own money realizes that he 


is equally solicitous 


inh 


regarding the welfare and improvement of his property, 
no matter in what section of the world the investment 
may be made. There would seem to be no good reason 
to expect that the owners of any trunk-line system hav- 
ing invested, either voluntarily or otherwise, in a New 
England railroad property, would not thereafter be actu- 
ated largely by a motive looking to the securing of the 
very best financial return possible from the operation of 
its new acquisition. It surely would be a reversal of the 
customary philosophy in such cases, for any owner to 
invest millions of dollars in these systems merely for the 
sake of destroying them, even if the governmental regu- 
lating authorities were willing to acquiesce in such a 
program. 

Every important ocean port in the country today, out- 
side of New England, is served by one or more trunk 
lines extending inland to its markets in the interior, and 
it does not appear that this has proved an adverse factor 
in their development, but on the contrary it has operated 
to their distinct advantage in spite of the fact that in 
only very few instances are these railroads locally owned 
or controlled. 

There are, however, certain valid objections to trunk- 
line consolidations which may or may not be satisfae- 
torily eliminated, depending upon the conditions which 
are laid down by governmental authorities as a precedent 
to such consolidations. These have reference to existing 
advantages in the optional selection of routings by the 
shipper in order to meet his best convenience which 
might be interfered with more or less in case of trunk- 
line control. At the present time certain advantages 
accrue in greater or less measure to our shippers because 
of this freedom of interchange with connecting roads. 
There are those who maintain that under the specific 
provisions of the Transportation Act itself all of these 
advantages will be preserved in any approved arrange- 
ment for consolidation, while many other authorities 
argue quite the contrary. One fact, however, should be 
clearly borne in mind; that is, that as the matter now 
stands New England is at a very considerable dis- 
advantage because of its unsatisfactory type of railroad 
service, which is growing steadily worse in character as 
time goes on. Naturally we desire to substitute for the 
present situation, if it is possible, an approved arrange- 
ment which will be 100 per cent acceptable. It is not 
unlikely, however, that we may have to be content ulti- 
mately with something less than absolute perfection, but 
if it is a decided improvement over present possibilities, 
there will be corresponding cause for rejoicing. 

As the matter sums up in the minds of the members 
of the Associated Industries Railroad Committee, two 
alternative remedies for our present plight are presented. 
Either the New England manufacturer must accept a 
greater cost for railroad service, in the form of directly 
increased freight rates or in similar support through 
public taxation, or otherwise he must turn to trunk-line 
ownership with whatever objectionable features this dis- 
position of the matter may entail. 


Belting Reports From Yucatan 


The United States consul in Yucatan reports that in 
the Progresso district, of the belting in use, 50 per cent 
is balata, 20 per cent cotton stitch, 25 per cent solid 
woven, 3 per cent leather and 2 per cent rubber. In 
the district there are 550 hemp-stripping machines, two 
cigarette factories, two cordage factories, six ice plants, 
10 electric plants, one large mill, several machine shops 
and factories, in all of which belting is used. 
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“Steel Ribbed” Slides 


HE slide, where the 
I strain is greatest, is 
reinforced for over- 
strength in Parker Su- 
perior Vises. Note the flat 
strip just above the screw 
in the phantom view. That 
is a bar of tough steel 
strengthening the slide its 
entire length. 


Vise buyers are quick to 
recognize the importance 
of points like this. 
Strengthen your selling 
talk on Parker Vises by 
sending for the Phantom 


Parker Vises are built 
strong throughout to 
withstand the strains that 


must come in every day 
use in the big shops. That 
is one reason why they 
have been making good 
for 81 years in shops all 
over the U. S. and Can. 


folder showing ALL the 
Parker points. 


THE CHARLES PARKER CO. 
Master Vise Makers 


Meriden, Conn., 


PARKER VISES 


Grip Like a Grizzly 


sho 3() 


30¢% extra strength over broached hollow screws— 


the only other kind made. Cold-drawn by a patent- 
ed process which increases the density of the steel 
around the socket-hole, and heat-treated scientifically 
according to size and style of point. The Allen 
process makes deep, perfectly formed socket-holes, with no chips | 
in the bottom. The entire length of the “Allen” is utilized | 
either for solid metal at the point, or depth of socket for the 
wrench. All sizes in stock from ™% to 1'4” diameter; any 
length, point or thread. Also Socket Head Cap Screws, Pipe 
Plugs, Tap Extensions and Socket Wrenches—Allen process. 


The Allen bocklet, with its charts of sizes and 
prices, tell make itself useful to every mall 
tly dealer who sends for tt 


THE ALLEN MFG. Co. | 
143 Sheldon St. Hartford, Conn. 


Pacific Coast Branch Office: The Charles A. Dowd Sales Co 


Market St., San Francisco, Cal 


% stronger hollow 


TRADE MARK. REG. U. S. PAT. OFFICE 


STEEL BELT LACING 


| ‘The Velen of Reserve Strength 


Alligator Steel Belt Lacing has more strength 
than is ever needed in ordinary serv.ce. This 
feature, however, insures a permanent joint that 

j will not stretch or fail on the edges of the belt. 
The teeth of Alligator Steel Beit Lacing, prop- 
erly clinched, bind the belt in a grip of steel. 

Specialize on Alligator Steel Belt Lacing. A 

| universal joint for universal service. Gives uni- 
versal satistaction. 


FLEXIBLE STEEL LACING CO. 


i 4633 Lexington St., Chicago, Ill. 
In Englacd at 165 Fiursbury Pavement, London, C. 2 


For Every 
Size a Kind | 
of Belt 


Hammer to 


The Scraper That Scrapes 


**PEERLESS” 
leable castings. 

The cutting edge is shearing and self-sharpen- 
ing. 

No bolts, rivets or screws to loosen and be lost. 


scraper blades are made of mal- 


Has a coil spring. Better made and finished 
than any other. 

Guaranteed to last longer and to give perfect 
satisfaction or money will be refunded. 
Forms a perfect disc and allows nothing to re- 
main back of it in the tube, as it scrapes 

going and coming. 

“PEERLESS” blades are so constructed that they 
agitate under the soot scale, removing 
every particle right to the tube. 

The largest boiler manufacturers estimate that 
the “PEERLESS” Scraper, properly used, 


saves over 20 per cent in fuel. 
Write us for prices and selling plans 


Manufactured by 


PEERLESS MANUFACTURING CO. 
Albany, Ga., U. S. A. 


When writing to Advertisers please mention Mitt Suppties. 
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with Its Strength 
wi reng | 
| 
66 


| 


Two Kinds of Cement Used for Leather Belting 


In Making Belts Endless It Is 
Applied for Dry, and the Other for Damp or Wet Conditions 


LOUIS W. 


There are two kinds of cement used for leather belting, 
the regular belting cement, and the waterproof belting 
cement, and both can be obtained from the leather belt- 
ing manufacturer. Both are of ample strength and dura- 
bility, one being used for dry, and the other for damp 
or wet conditions. 

The regular cement usually comes in cakes, or lumps, 
which are dissolved in water, in a double jacketed glue 
pot. Any pot with a double jacket, that is, having an 
inner and an outer vessel, so that the heat reaches the 
cement through the medium of hot water, and _ not 
directly from the flame, will answer, though it is better 
to use the safety or underwriter’s glue pot, for in it the 
glue may be maintained under heat directly at the job, 
and without risk of causing fire. Make the cement hot, 
but do not permit it to boil. It should be reduced with 
hot water to a proper consistency to spread easily, and 
must be applied “piping’’ hot, to get the best results. 
It is desirable, too, that it should be applied fresh, and 
it is better not to attempt to use over the remains of a 
previous melting, if it is old and hard. The pot and the 
brushes must be kept clean, remembering that the base 
of this cement is animal glue, which is subject to putre- 
faction. 

The waterproof cement is 
chemical, a base dissolved in a 
The solvent is very volatile, and highly inflammable, 
and it must be kept away from any open light. It 
reaches the buyer in a liquid form, usually ready to 
spread, though after some spreading the remainder will 
grow thicker and should be reduced by the addition of 
solvent, which can be had from the same source as the 
cement. 

This cement is more like a varnish, and it is used cold. 
The surface to be cemented must be thoroughly coated 
with the cement, well brushed into the fibres of the 
leather, and then permitted to dry, which, because of 
the volatility of the solvent, it*does rapidly. When dry 
apply another coat, spreading lightly, permitting this 
coat to dry in the same manner. Being perfectly dry, 
it now is ready for the third and last coat. Be sure 
to apply evenly, and do not leave any bare spots. On 
belts wider than 12 inches do not attempt to cover more 
than a five-inch cross section of the belt at one time, 
since the solvent evaporates very fast, and it is easier to 
handle a small surface. When applying the last coat, 
work fast. Do not hammer the joint, but rub it gently, 
or place it between boards, and apply pressure with the 
bench screws. The joint should set for a couple of hours 
or longer before using the belt. 

This waterproof cement substantially is liquid cellu- 
loid, and its application places a layer of celluloid 
between the two surfaces of the lap, in which the leather 

fibres become embedded. It is unaffected by water, in 
any period of time, because both its base and its solvent 
are materials which are not soluble in water. It should 
be used on all belts that are exposed to damp conditions, 
or on which water may leak. 

Leather itself is waterproof—not in the sense that a 
good oil-skin coat is waterproof, because it does not per- 
mit water to penetrate to the clothing beneath, but the 
leather is waterproof in the sense that though it will 


entirely different. It is 
solvent other than water. 


Iessential That One Kind Be 


ARNY 


absorb water freely, the water does not injure it, and 
the leather remains substantially unchanged in any 
amount of water. Leather belts joined with the water- 
proot cement above described cannot be injured by water. 
Belts exposed to flood, or to wet conditions, should be 
kept well dressed with a good animal grease belt dressing 
to maintain the lubrication of their fibres, and to pre- 
vent it becoming hard when it dries. 
Both of these cements are thoroughly practicable for 
their use in belts, without the addition of any rivets, 
pegs, stitching or other means intended to hold the plies 
of the belt together. Thousands of miles of belting are 
running every day with no other fastening between their 
plies than one or the other of these cements. Their effi- 
‘acy has been abundantly proven by many years of expe- 
rience, and hence the addition of rivets or stitching not 
only is unnecessary, but is a positive disadvantage to the 
belt in that every hole punched for a rivet, or a stitch, 
is a source of weakness, and reduces the strength of the 
belt. 
The occasion of taking a belt off the pulley for short- 
ening, or for repairs, always presents the opportunity of 
making a careful examination of it, more particularly 
to see that it is being properly lubricated. A good 
leather belt requires no dressing on its grain, or pulley, 
side to make it adhere to the pulley, for the natural pul- 
ley grip of the leather makes an adhesion with the pulley 
that is quite sufficient to transmit its rated load, but the 
leather is composed of thousands of little fibres that are 
constantly working on each other, and which require 
lubrication in the same manner as other working parts. 
It is well to avoid the use of dressings which produce 
an artificial adhesion between the belt and the pulley, for 
most of them are injurious, and all of them unnecessary, 
a suitable lubrication of the fibres of the leather being all 
that is required. 
APPRENTICES OF LONG AGO 
Served Under an Tron-clad Agreement and Received During Their 
{ppreaticeship the Sum of $2.50 a Week 
An idea of the iron-clad agreements which appren- 
tice boys signed a half century ago is contained in the 
following excerpts from such an agreement which was in 
vogue in the early sixties in the plant of Henry Disston 
& Sons, Inc., Philadelphia: 
Boys bound themselves to their employers for an 
apprenticeship of three or more years, ‘during which 
time, the apprentice doth covenant and promise, that he 
will serve his master faithfully, keep his secrets, and 
obey his lawful commands—that he will do him no dam- 
age himself, nor see it done by others, without giving 
him notice hereof—that he will not waste his goods nor 
lend them unlawfully—that he will not contract matri- 
mony within the said term—that he will not play at 
cards, dice, or any other unlawful game, whereby his 
master may be injured sd nor haunt ale-houses, 
taverns, nor play-houses, but in all things behave himself 
as a faithful apprentice.” 
During the period of the apprenticeship covered by 
the above agreement, the boys received the munificent 
sum of $2.50 a week. 
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a Philadelphia: Widener Bldg. CHICAGO, McCormick Bldg. 


WATSON-STILLMAN 
HYDRAULIC FITTINGS 


MADE FROM SOLID FORGED STEEL 
FOR HIGH PRESSURES 


Too much care cannot be taken in the selection of 
hydraulic fittings. You do not want to take down a line 
of piping to replace defective fittings when this necessi- 
tates a full or partial shutdown of your plant. Watson- 
Stillman fittings are tested far beyond their rated strength 
and insure you against this loss and annoyance. We 
build everything necessary to the installation of hydraulic 
systems from pipe to press. Our experience of nearly 
70 years is at your disposal. 


Write for catalogs. 


THE WATSON-STILLMAN CO. 


198 Fulton St., New York 


| 
| 


Big Power Savers— 


Friction clutches of efficient and dependable design afford the greatest flexibility for 
controlling individual machines, sections of shafts, or entire departments. 


Buying a reliable friction clutch for any work merits the same good judgment used 
in selecting engines, motors and machine equipment. 


HILL FRICTION CLUTCHES 


enjoy a national reputation for dependability and successful opera- 
tion extending over a period of thirty-nine years. The Smith Type 
Hill Clutch, our latest design, has great mechanical stability and large 
starting power. It picks up the load gradually and releases instantly. 


It is built in sizes ranging from 9 H. P. to 1300 H. P. at 100 R. P. M. 


There are situations in nearly every mill where the installation of 
friction clutch pulleys or cut-off couplings will result in a big power 
saving as well as giving much desired flexibility. 


Catalog Mailed Ll pon Request. 


Tae CLUTCH Co. 
General Office and Plant 
Cleveland, Ohio 


New York Office 


50 Church St. 
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GOVERNOR ATTENDED FUNERAL 
Treasurer of Waterbury Mill and Plumbing Supply House Is Eulo- 
gized by Walworth House Organ Editor 

The Walworth Mfg. Company’s house organ contains 
the following obituary notice in its August issue: ‘“Jere- 
miah M. Daly, treasurer of M. J. Daly & Sons, Water- 
bury, Connecticut, died suddenly July 13. He retired at 
his usual time, apparently in the best of health and 
spirits. Death was due to heart failure. He passed 
away ‘as one who wraps the draperies of his couch about 
him and lies down to pleasant dreams.’ He often said if 
he could live until he reached 50, he would be satisfied. 
He gained his wish with an added seven months, yet this 
does not ease the blow to his family and friends. I had 
the pleasure of knowing Mr. Daly rather intimately both 
in business and socially, and realize that he was a type 
of man of whom any community might well be proud, 
and whose sudden calling away in the prime of his 
strength and manhood makes us wonder at the inscru- 
table ways of Providence. 

“To quote from the Waterbury Evening Democrat: 
‘Socially Mr. Daly was a charming gentleman and he 
will long be remembered affectionately by those who 
shared his companionship. As a neighbor he was idol- 
ized by those close to him and more than one family can 
recall acts of kindness performed by Mr. Daly which 
showed his fine feeling for those in affliction and his wil- 
lingness to make sacrifices to help them.’ 

“The firm of which Mr. Daly was treasurer is counted 
as almost a part of our Walworth organization since for 
sO Many years have the two companies dealt together. 
The funeral was one of the largest ever held in Water- 
bury. Delegates from the various city departments as 
well as from trade organizations and fraternal societies 
were present. 

“The Governor of Connecticut and the Mayor of 
Waterbury were among those at the funeral. Many 
firms with whom Mr. Daly’s company had business rela- 
tions sent representatives. * * *” 

In 1894 Mr. Daly married Miss Sadie F. Green of 
Waterbury. He leaves his wife, two daughters, and two 
brothers, Edmund J. Daly, president of the firm of M. J. 
Daly & Sons, and Frank Daly. 


AFTER FOUR MONTHS ABROAD 


WE. Cross, of Clemson Bros. Gives His Impressions of Condi- 
tions in Germany, France and Belgium 

Germany seems to be apart from the world, and the 
German people do not seem to know themselves, while 
the progress made in France since the war is in distinct 
contrast with that in Germany. These are some of the 
impressions which W. E. Cross, treasurer, Clemson Bros., 
Middletown, N. Y., brought back with him from a recent 
four months’ business and pleasure trip to Europe. 

In an interview, which he gave to a Middletown news- 
paperman, Mr. Cross, referring to conditions in Ger- 
many, said: “The situation produced is a peculiar one. 
Everyone, realizing that the mark will certainly not be 
worth as much tomorrow as it is today, so fast does the 
deflation take place, thinks only of one thing, spending 
Wayes as fast as they are earned. Consequently there is 
an orgy of spending the like of which Europe never 
before in its history experienced. I would venture to say 


that there are more people on the streets of the larger 
cities of Germany each morning at two o’clock than there 
are on Broadway at any time.” 

Mr. Cross was in France two years ago, and states that 
the progress which he noticed on this latest trip as com- 
Where 


pared to the conditions of 1921 was remarkable. 


there were no towns on his previous visit, today rows of 
neat brick residences with red tile roofs have sprung up. 

Belgium, he said, is net doing so well as France, and 
the Belgian people do not look quite so prosperous, 
although evidences of reconstruction may be seen every- 


where. While in Belgium Mr. Cross experienced the 
inconvenience of traveling during a= railroad strike 
period. 


During his four months’ abroad, Mr. Cross, in addi- 
tion to Germany, Belgium and France, visited Holland, 
Switzerland, Italy, Denmark, Sweden, Norway, England 
and Scotland. 


JAPANESE MACHINERY IMPORTS 
Changes in British and American Position in This Trade Revealed 
by Department of Commerce Analysis 

American machinery manufacturers interested in 
obtaining a broad view of happenings in their respective 
lines in Japan will find useful figures in the current issue 
of Commerce Reports, taken from the Japanese customs 
statistics. 

A graphic analysis of these figures by the industrial 
machinery division of the Department of Commerce 
shows clearly the comparatively insignificant part played 
in this business by the United States in the earlier years; 
the phenomenal growth of American participation in 
certain lines with corresponding waning of the British 
volume; and the subsequent regaining of lost ground by 
the British in some However, it is worth noting 
that in many lines the American manufacturers are hold- 
ing their own and even increasing their hold though the 
British have regained their former prestige, possibly to 
a large extent in those lines of endeavor where the orig- 
inal machinery installed was British and the repairs and 
replacements were of necessity British. 

In the earlier years the British controlled the market 
but in the first part of 1915, owing probably to the war 
demands on British manufacturers, their participation 
in this business fell to a negligible quantity, while the 
American participation took a sharp upward trend. The 
point of especial interest is that in the post-war years 
the British have been unable to regain their former 
supremacy. On the other hand, American metal and 
woodworking machinery gained in favor consistently to 
1920, and although the American participation there- 
after felt the effects of the post-war depression, when 
the total amount of this type of machinery imported into 
Japan is examined it shows that it was practically exclu- 
sively American made, and the slump in the American 
trade is simply a diminution in direct ratio to the total. 


Develop New Building Tile 


A cast lime building tile for use in making partitions 
has been developed at the Bureau of Standards by the 
Fellow of the National Lime Association. The material 
of which it is made sets so that it can be removed from 
the mold at the end of ten minutes. After twenty 
minutes it can be handled, and after seven days it has 
a compressive strength of one hundred pounds’ per 
square inch. It can be sawed, and nails can be driven 
into it. The material is composed of five parts by volume 
of ground quick lime, ten of hydrate or slaked lime, and 
one of wood fiber. It is found to cure best when out- 
doors exposed to the weather. The new tile is about 
twenty per cent heavier than gypsum tile of the same 
size, and experiments are being conducted to see if the 
core volume can be increased without too great a sacri- 
fice of strength. 
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Read between the lines 


Learn why Armstrong Traps 
so often bring repeat orders 


IXTEEN Armstrong Traps on which 

not a cent has been spent for repairs in 
their four years of installation—that is the 
record of the Armstrongs at the City of 
Cleveland. 


It is such service as this that makes the 
Armstrong such a ready seller for mill sup- 
ply houses and jobbers. Its patented in- 
verted submerged bucket principle which 
gives it greater capacity than any trap of 
equal size, and low cost in consequence, is 
responsible. 


You should catalog and sell this dependable 
trap. Write the Armstrong Machine Works, 
318 Maple Street, Three Rivers, Michigan, 
for the catalog, for the dealer plan, and for 
a trap to test. 


65% of the 
|} 50,000 Hart 
Oil Pumps in 
eer use were supplied 
on repeat orders 


**Engineers’ Favorite’’ 
lue Cleaner 


“Buffalo Automatic’’ 
Injector 


Right 
or left 
Hand 


in 25 yrs. One customer sent 


TESTED | 
cee UNDER | in 142, another 130 repeat or- 
““Felthousen” WORKING : 
Hand Oil Pump pelea ders which are acid tests of 


merit. 


“‘Buffalo’’ 
Glass Body 
Cylinder 
Oil Pump 


**Sherwood’* 
Gravity Feed 
ultiple 
Oiler 


Double check valves— 
no back pressure 


One to 
four feeds 


Send for Catalog No. 18-5 


“Sherwood” Screw 


Feed Grease Cup Sherwood Manufacturing Company 


Brass Founders and Finishers 
Sole Manufacturers of Sherwood Engineering Specialties 
1713 ELMWOOD AVENUE, BUFFALO, N. Y. 


ENGINEERING -SPECIALTIES 


**Sherwood” 
Grease Cup 


Gravity 
Oil Cup 


When writing to Advertisers please mention Mitt Supp ies. 
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UPPLIES 


Advertising Mistakes in the Mill Supply Field 


Lack of Consistent Policy on the Part of Manufacturers and of 
Complete Cooperation by the Dealer, Harmful to the Common Cause 


The movement now gaining headway among mill sup- 
ply dealers to support only those manufacturers who co- 
operate with the dealer, brings up the question of the 
extent to which the dealers co-operate with those manu- 
facturers who are ready and willing to co-operate with 
them. This question recently presented itself to the 
writer following a study of general advertising problems 
of the mill supply field, and particularly those problems 
that relate to the advertising of manufacturers. 

One of the main conclusions drawn from the study— 
which has extended over a period of many months, and 
in the course of which reports of manufacturers, dealers 
and advertising men were taken into consideration— 
is that in the correction of certain existing errors in 
advertising lies a powerful weapon, both for offense and 
defense of the mill supply dealer. 

To illustrate, it may perhaps be best to take a typical 
example of actual experiences of manufacturers, and 
point out what appears to be the glaring fallacies which 
have helped to widen the breacn between them and mill 
supply dealers. 

We have in mind a manufacturer whose product offers 
ready sale to mills and factories. He became convinced 
that he had been missing a good bet in not selling 
through dealers, rather than direct to the consumer. 
The manufacturer is not one who may be classed as one 
of the big fellows, but he had a well established business, 
2 good plant, fine credit and a reliable product. He was 
for good and sufficient reasons without an organization 
of field salesmen. He had been content for years with 
a steadily growing business, which he had built by ardent 
personal application and a sound regard for honesty and 
integrity in his dealings. 

Having decided that he would like to sell the mill sup- 
ply dealers, here’s what he did: He placed a small ad- 
vertisement in MILL SUPPLIES and contracted to run it 
for one year. After the advertisement had been pub- 
lished in two issues, he canceled the contract, paid the 
short space rate and made it perfectly evident that he 
considered his campaign a failure. 

The manufacturer was interviewed. He had received 
a few inquiries. He admitted it. He had made connec- 
tions with first-class mill supply dealers in three large 
cities. He also admitted that he had failed to carry out 
the advice of the advertising man who urged that he 
should back up his business paper advertising with direct 
personal appeal. 

Herein lies the fallacy of this manufacturer’s policy: 
He had only partly completed his sales propaganda. In- 
stead of keeping his name before the trade month in and 
month out and making it evident that he desired the 
good will of the dealers, he had taken one very smal! 
flash in the pan and then withdrew from public view. 

To correct his impressions, the following case was in- 
troduced: A. manufacturer in another line, not alto- 
gether unlike his own, whose business policy up to a few 
years ago had been very much like his, had been using 
direct mail literature for some time with fair results. 
He was sold on the idea that he could do better by tieing 
up his business more closely to the mill supply field. He 
therefore laid out a definite campaign by which he would 
place a small advertisement in his business paper, take 
a small space in a selected group of papers directed to 


the consuming field, and then follow this advertising 
with direct mail literature. As he secured connections 
with dealers, he gradually increased his entire advertis- 
ing plan. He joined the American Supply and Machinery 
Manufacturers’ Association, and became a regular at- 
tendant at the conventions, which permitted him to get 
in a personal touch with his dealers without the neces- 
sity of many expensive trips. He never let up on the 
details of his campaign. He is now well satisfied with 
his advertising results and sings the praises of a well- 
rounded plan. 

Many similar instances were cited, with the result 
that the disheartened manufacturer reconsidered, and 
the following plan was adopted: He renewed his ad- 
vertising in the original medium. He then selected a 
list of dealers in a territory within 500 miles’ radius 
of his place of business. Once a month he sent out a 
special message by mail, personally directed to the 
buyers, and calling attention to the fact that he was 
anxious to co-operate with mill supply dealers. He en- 
closed reprints of his advertising. All inquiries he 
answered with the utmost dispatch, and all resulting 
orders were filled with care. And as his connections 
were made, he withdrew from these territories all of his 
direct-to-consumer sales, turning any such orders over to 
the dealers in these territories. The result was that 
today he is numbered with the manufacturer whose plan 
he used as a model. 

This is typical of many mill supply manufacturers, par- 
ticularly the small ones. Advertising, to be effective, 
must be well rounded. It must first of all establish the 
identity of the advertiser in the minds of his prospects. 
It must thereafter keep reminding the prospect of this 
identity. It cannot hesitate, or its effect is largely lost. 
In the opinion of the writer, it is this unfinished adver- 
tising, this lagging, hesitating variety that fails to bring 
the desired results, and prevents more manufacturers 
from being converted to the dealer distribution idea. 

There is, however, another side to the picture. That 
is the dealers’ failure to give 100 per cent support to 
those manufacturers who evidence the desire to. sell 
through dealers. There are very many manufacturers 
who have recently become converted to dealer selling, 
who do not feel disposed to spend money on large dis- 
play space, and yet who have started in a modest way to 
educate the mill supply dealers to know that they are 
interested in the dealer. 

Failure to aid these new advertisers and the proposi- 
tions which they present, is bound to make them feel 
that the dealers don’t want them, with the result that 
many good lines that should be sold by dealers return 
to the direct consumer list. By the very fact that they 
advertise in dealer publications, they are evidencing their 
desire to do business with the dealers, and are entitled 
to first consideration from these dealers. 

Selling manufacturers the idea that mill supply dealer 
distribution is the most economical has been responsible 
for the upbuilding of the mill supply business to its 
present high standard, and if the dealers will show pref- 
erence for the manufacturers who indicate that they are 
anxious to co-operate, then the other manufacturers who 
still insist on selling in competition with dealers will 
soon find the going too heavy for them. 
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~Made for maximum service 
not merely the average 


JENKINS 


MARK 


Satisfying 
Your 
Customers 


The satisfactory service given by 
Jenkins Valves has resulted in 
wide-spread confidence in their 
dependability. 


Their record for being consistent- 
ly good valves is also your assur- 
ance that they will satisfy your 
customers. 


Throughout your locality the 
valve buyers are constantly told 
of the merits and advantages of 
“Jenkins” Valves through adver- 
tising in publications reaching 
valve buyers in all trades, indus- 
tries and professions, by direct 
mail circularizing, and by Jenkins 
service representatives. 


This co-operation makes it easier 
and better for you to sell “Jen- 
kins.” Buyers are aware that you 
are selling dependable goods. 
The service given by Jenkins 
Valves helps maintain customer 
satisfaction. 


JENKINS BROS. 


New York , Boston Philadelphia Chicago 
Montreal London 


Always marked with the” Diamond" 


Valves 


SINCE 1864 


You'll save time by 
calling on a 
Royersford dealer first 


Royersford dealers always 
carry complete stocks — all 
sizes. 


We work closely with them. If 
a sudden demand has depleted 
the stock of a certain size 
hanger, coupling, _ bearing, 
anything at all, we rush an- 
other supply immediately. 


Royersford dealers rely on this 
service. And if a Royersford 
dealer makes a promise of de- 
livery on a certain day you can 
bank on it he'll make it and 
we ll help him. 


So call on a Royersford dealer 
first. MacRae’s Blue Book 
will tell you who he is in your 
city or write us. 


Royersford Foundry & Machine Co. 
43 North 5th Street Philadelphia 


SELLS 


When writing to Advertisers please mention M1Lt Supptigs. 
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| New Products and Improvements of Interest 


Samt Louis Machine Tool Company Has Two Offerings, a Roller 
Bearing Loose Pulley and a Hanger Boxr—New Petersen Grinder 


Saint Louis Machine Tool Company, St. Louis, has re- 
cently placed on the market two new products, a roller- 
bearing loose pulley and a roller-bearing hanger box. 
The loose pulleys are made in sizes from 2's to 22 inches 
in diameter, and are equipped with adjustable taper 
roller bearings for taking end thrusts. The races on the 


bearings can be made so thin that loose pulleys down to 
2'4 inches in diameter may be used by mounting the 
bearings directly on the shaft, although mounting them 
on a sleeve is preferable. The hanger box is also fitted 
with the taper roller bearings. The back is solid, the 
front has a regular end plate, and both are provided 
with felt groove and retainers. The boxes are provided 
with the necessary set and retaining collars. The hang- 
ers are of pressed steel. 


R. G. Haskins Company, Chicago, has placed on the 
market a new type of flexible shaft drive. It is mounted 
on a swivel base, which allows the equipment to rotate 
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360 degrees. One of the big features of the equipment 
is a multi-speed countershaft of heavy construction, fur- 
nished with a link type belt. The flexible shaft has a 
spring support and metal-wound casing, and is fitted with 
a Haskins spindle. 

The Wells Corporation, Greenfield, Mass., is marketing 
a new spiral-fluted tap, the cutting action of which, like 
a twist drill, is said to be designed on the same principle 
as a properly ground lathe tool. It has right-hand spiral 
flutes. Each tooth has a positive rake that “cuts” the 
metal. Each cutting edge has three points of clearance. 
The right-hand spiral is said to curl the chip and propel 
it upward through the flute and out of the hole with a 


propelling action similar to that of a spiral conveyor. 
It has a short plug chamfer. In addition to eccentric 
relief, an extra chamfer is given at the point where the 
taper and straight parts usually meet. Easy starting is 


a feature. The edges of the chamfered threads are 
rounded over and sharp corners taken off, narrowing the 
tooth and permitting the thread to catch quickly without 
reaming. It has a factor of safety of eight. 

The National X-ray Reflector Company, Chicago, has 
developed a reflector to meet the requirements of a new 
mill type lamp, and which, it is claimed, is the smallest 


reflector made for industrial lighting. It is designed 
especially for localized lighting in plants, for work- 
benches and the like. 


The Black & Decker Manufacturing Co., Baltimore, 
has added to its line a light-weight electric screwdriver, 
weighing seven pounds, and equipped with pistol grip 
and trigger switch. The spindle carries a socket into 
which the screwdriver bits are inserted and held by a 
spring-pressed ball in a groove. The spindle is driven by 


FT 


a motor, adaptable for either direct or alternating cur- 
rent. A clutch is provided so that it is not necessary 
to start and stop the motor for each screw, the spindle 
remaining stationary except when pressure is applied 
against the screw. Socket wrenches can also be used 
in connection with the tool for running up studs or nuts. 
The screwdriver has a no-load speed of 350 revolutions 
per minute. 


A. H. Petersen Manufacturing Co., Milwaukee, has 
recently perfected and is now in quantity production on 
a new type of valve grinding machine, which automat- 
ically combines an oscillating and a revolving motion in 
grinding the valve. The machine is equipped with an 
offset attachment, permitting easy access to inaccessible 
valves. The driver blades fit into removable driver spin- 
dles, which slip into the chuck of the machine. One 
driver blade combines three contacts, one for valves like 
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METRIC 


Packing of Quality 
The House of METRIC 


Is built on the foundation of honest products, reasonable 
prices, courteous treatment, fair dealings and prompt 
attention to our customers’ needs. 


The name METRIC is your guarantee that you are buy- 
ing honest and dependable packings. 


ORDER BY STYLE NUMBER 


i ify Y 
ASBESTOS PISTON ROD AND VALVE STEM Simpli yY our 


PACKINGS 4 
Style No. 40—Ring } High Pressure Rubber Back Piston Rod oO erin 
Style No. 41—Spiral j Packing. 
Style No. 100— 3raided Valve Stem Packing. 
Style No. 101— Twisted Valve Stem Packing. 
Serle — lr Round Braided Asbestos Packing. —with Kester Acid-Core WireSolder 


Style No. 195—Ring Square Braided Asbestos Packing—Mul- of course. 


Style No. 200—Ring 
Style No. 202—Coil 


Square Braided Asbestos Packing for Ro- ‘ Kester is simplicity itself; it requires 
only heat. Girls are mighty success- 
ful in using it and turn out work on 
a par with experienced help. 


Style No. 197—Coil { tiple Braids. 


tating Rods. 


RUBBER AND DUCK PACKINGS 


Style No. 60—Plain Rings | 
Style No. 61—Sectional Rings >) Unstitched Plain Expansion. 


Style No 62—Spiral 
Style No. $S0—Red Cure for General Use. Cut out separate fluxing—supply 
Style No. 165—High Pressure Combination, Diagonal Kester Solder, because Kester sup- 
Style No. 170—Low Pressure Combination, Diagonal. 


plies its own scientific flux from 
HYDRAULIC PACKINGS within itself and does it more accu- 


Style No. 220—White Friction Hydraulic Plunger Rings. rately than is humanly possible. 
Style No. 230—White Friction Hydraulic. 
Style No. 240—Square Braided Waterproof Hydraulic 


This feature doubles production, 
FLAX PACKINGS. 


lowers overhead and speaks to the 


Style No. 321—Square Braided Flax Packing. » 4 a 

Style No. 322—Square Braided Flax Packing. e manufacturers in terms of profit. If 

Style No. 323—Square Braided Flax Packing (No. 1 Jute). soldering enters into your finished 

Style No. 1000— Highest Grade Asbestos Superheat Sheet. ester. Let us sen you a test sampie. 


Style No. 1000—B Second Grade Asbestos Superheat Sheet 
Style No. 1000—R _ Red Asbestos Superheat Sheet 
All of above graphited one side or both sides 
when specified. 


Sold everywhere by live dealers in one pound coils in 


cartons, and on one, five and ten pound spools 
Style No. 1010— Red Rubber Sheet. fi 
Style No. 1015— Red Rubber Sheet with Brass Wire Insertion 

Style No. 1020— Black Rubber Sheet 


Style No. 1030— Ast Metallic Sheet 

Style oO. sbestos Metallic Sheet. 

Style No. 1035— Asbestos—Metallic Sheet Red One S-de Gra- CHICAGO SOLDER COMPANY 
phited Other 

Style No. 1065— Fibre Sheet. For Oil, Gasoline, Benzoile, Etc. 4215 Wrightwood Avenue, Chicago 

Style No. 1075— Cloth Inserted Sheet. Direct Factory Representatives: 

GASKETS THE FAUCETTE HUSTON CO. 
Chattanooga, Tenn. 

Style No. 1500— Asbestos—Metallic Manhole, Handhole and Tube LOUIS J. ZIESEL CO. RICHARD F. ELY 

216 Market St. 66 W. Broadway 

Style No. 1565— Rec ubular Gaskets. ; 4 N York Cit 

Style No. 1580— Gaskets Cut from Asbestos Superheat Sheet San Francisco, Cal insides bd 


KESTER 


Acid Gre WIRE SOLDER 


Write for our latest catalog 


METRIC PACKING CO., Inc. 
BUFFALO, N. Y. 


Branches 
New York City Pittsburgh Cleveland Detroit Chicago 
San Prancisco los Angeles Honolulu New Orleans 


METRIC 


74 When writing to Advertisers please mention MILL SUPPLIES. 


BULL SUPPLIES 
| | 
RequiresOnlyfleat 


Fords, one for valves like Overlands, and the third for 
valves with straight slots. Two other driver blades for 
other types of valves are included in the new grinder 


attachments. ‘The offset attachment is designed to slip 
into the chuck of the machine just the same as the driver 
spindles. 


Current Trade Literature 


elmong Recent Publications 1s the 50th Catalog of Ir. le. Alyers ¢> 


The accompanying cut illustrates the cover of the latest 
catalog, No. P. P. 56, of the F. E. Myers & Bro. Com- 
pany, Ashland, O., which has just been distributed to 
the company’s dealers in the United States and foreign 
countries. This is the fifty-sixth catalog issued by the 
Myers company, and is devoted to the company’s line of 
power pumps and water systems. In addition to price 


lists, illustrations and general data on the products in- 
cluded, the catalog contains several pages of valuable 
engineering information regarding pumps and_ their 
operation, including horse power required, tables and 
rules to assist in selection of the proper type of pumps 
for various purposes. The company has also issued a 
paper-covered booklet containing talking points about 
the Myers line. 

Skinner Chuck Company, New Britain, Conn., has been 
distributing a new condensed catalog of its chucks, being 
designed as a handy guide. It contains illustrations, sizes 
and prices of the company’s complete line. 

The Sidney Machine Tool Company, Sidney, O., has 
issued a booklet describing its line of woodworkers. It 
is captioned, “Some Interesting Facts for the Man Who 
Works in Wood.’ The booklet contains 16 pages, and is 
well illustrated to bring out the features of several of 
the company’s latest machines. Two pages are devoted 
to illustrations and description of a fine residence in 
Sidney, every piece of lumber used in the building having 
been cut and fashioned on one of the company’s wood- 
workers. 

Metallo Gasket Co., New York., has recently issued a 
new 16-page booklet describing its entire line of gaskets, 
and containing price lists. 

The July issue of the house organ of the Hyman Sup- 
ply Co., New Bern, N. C., contained a reprint of a recent 
article from MILL SUPPLIES, with the following editorial 
comment: “The article reprinted from MILL SUPPLIES, 
Chicago, on ‘Marked Development in Power Transmission 
of Recent Date’ will be found interesting to all our read- 
ers, we feel quite sure. ‘Ever since the dawn of machinery 
pee savs MILL SUPPLIES, ‘the transmission of power 


bro. Co. 


has held its place as the intermediary driving factor 
without which the mechanical workmen would lie in en- 
forced idleness.” Yet, if you go to hunt up data on the 
history of transmission equipment, you have a hard task 
ahead of you. The article given elsewhere is therefore 
doubly to be appreciated, because it gives facts without 


bias and mentions names of firms without ‘fear or 
favor’.” 

Charles Bond Company, Philadelphia, has recently 
prepared for distribution a new booklet, “I,” describing 


its line of “Grundy” flexible insulated couplings. It con- 
tains illustrations of the coupling, both assembled and 
in its component parts, lists the principal uses of the 
coupling, and also contains a price list, telegraphic code 
and a page of comments from users of the couplings. In 
addition, two pages are devoted to the description of 
the “Mather” patent flexible coupling, which is referred 
to in the booklet as ‘the little brother of the ‘Grundy’.” 
Copies of the bulletin may be obtained upon request. 


Shepard Electric Crane & Hoist Co., Montour Falls, 
N. Y., has been distributing a book describing by a series 
of illustrations its one-half and one-ton electric hoists. It 
contains 68 pages, half of which are devoted to illustra- 
tions of the hoists in use in various industries. The 
book leaves a deep impression of the wide use of electric 
hoists in industry. 


Grinnell Company, Inc., Providence, R. I., in its July 
bulletin describes a new silica bulb sprinkler head which, 
the company believes, marks an epoch in the science of 
automatic fire protection. The new head has been ap- 
proved by the Underwriters’ Laboratories. The features 
of the head are its lower operating point, its greater 
factor of safety at normal temperatures, its immunities 
to all corrosive influences, its vigorous bursting action 
and the ease of inspection. Solder has been discarded. 


The engineering department of the Penberthy Injector 
Co., Detroit, has prepared a data sheet entitled, “Direc- 
tions for locating injector troubles,” which is designed 
to answer many of the questions which arise from users 
of injectors. It describes in detail the steps in inspecting 
the suction line, what to do when the supply comes from 
city mains, the care of the steam pipe, the delivery pipe 
and the injector itself. 

Electric Steel Company, Chicago, has recently dis- 
tributed a series of bulletins in loose-leaf form describ- 
ing the increase in the electrical steel castings industry 
during the last three vears. During this period the pro- 
duction of these castings in the United States has in- 
creased from 7.6 per cent of the nation’s casting tonnage 
to one-eighth of the total castings. 

The Reliance Electric & Engineering Company, Cleve- 
land, O., has issued a bulletin, No. 5018, descriptive of a 
new line of alternating current motors which the com- 
pany is now manufacturing. 

R. G. Haskins Company, Chicago, has issued a new 
catalog of its flexible shaft equipments, portable tools 
and other devices. 
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PILL SUPPL 


4 “To Get the Right Start—Equip with MEDARPF ’’ 4 


a @ What are the sizes, 


Get the 


-MEDARF | 
Wood Split 


PULLEY 
from Stock! 


regardless of what 
quantities, you want 
shipped TODAY? 

@ Wire them—’phone them—they’ ll go off our ware- 
house racks and on the cars in a jiffy. 

© You can always get them from stock, and for a fair 
price, at “Medart’s.” 

IMR. SUPPLY DEALER—We have been engaged in the 
Pulley business for 40 years, and we know a great deal move 
about making good pulleys than many other concerns. 
FOUR POLICY in building Wood Split Pulleys is: 


Cheap- 
ness is suicidal; products must be the best in their class. We 


Office and Warehouse 


Shafting, 
Friction Clutches, Iron Pulleys, Steel Rim Pulleys, Gearing, Sprock- 


wouldn’t think of running the slightest risk of impairing the 
value of our most valued asset—our Good Will. 
Get the “ 


MEDART” WOOD SPLIT PULLEY from Steck! 


THE MEDART COMPANY 


(Formerly Medart Patent Puiley Co.) 
General Offices and Works: St. Louis, U. S. A. 


Offices 
CINCINNATI CHICAGO and PHILADELPHIA 


Couplings, Collars, Hangers, Bearings, Bearing Supports, 


ets, Chain, Rope Sheaves, Rope Drives, Belt Tighteners, etc. 


Our Specialties are sold to Jobbers only 


Hanna “Ball Joint” 


Pipe Hanger 


is the 

tronges 

hanger ever made. 


QNote the ball 
socket joint. 


ana 


QHanger can swing in 
any direction. 

@Not necessary to re- 
move hanger to raise 
or lower pipe. 


Write for 
**Our Silent Salesman’’ 


The Penn Engineering Co. 


Philadelphia, Pa. 


Our Line is the recognized standard on 


Air Cocks 
Air Valves 


Gauge Cocks 
Water Gauges 


Cylinder Cocks 


Priming Cocks 


STERLING & SKINNER MFG. Co. 


DETROIT, MICH. 


Woodworkers 


OU do not have to cut the price 

to get orders for CRESCENT machines. 
CRESCENT prices are made at the factory, 
and are as low as is consistent with building 
strictly high grade wood working equip- 
ment. Your customers want CRESCENT 
quality and are willing to pay for it. Send us 
more orders and we will show you that the 
machines make good. 


Send today for catalog giving complete description of our band 
saws, saw tables, Jointers, shapers, planers, borers, planer and 
matchers, swing saws, disk grinder, cut off table, hollow chisel 


mortiser, variety wood worker, universal wood workers. 


Che 
Crescent Machine Co. 


96 Columbia Street 
LEETONIA OHIO 


When writing to Advertisers please mention Mit 


SUPPLIES. 
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PULL QUPPLUES 


| Salesmen Dislike Saturday Afternoon Meetings 


Manufacturer's Representative, Who Has Studied the Reactions of Men 
at “Off-Hours” Gatherings, Believes Plan Fundamentally 


“Sales meetings on Saturday afternoons or any time — these letters go to the sales manager. At the next sales 
which may properly be listed as ‘off-hours,’ are the meeting, have the sales manager read the letters, without 
‘bunk’.” This is the way, at least, that one manufac- mentioning the names of the writers, and then have them 
turer’s representative, who has had long experience in vote as to which is the best letter. I’ve seen such a plan 
calling on mill supply dealers, characterizes them. He in operation, and you find the boys square shooting. No 
says it is not an offhand remark, but one which results danger of any of them voting for their own letter, and 
from a study of such meetings from both sides of the they are good pickers. It brings out some good ideas, 
fence. As a salesman he has himself sat in on such and adds a little different angle to the ordinary sales 
meetings, and as a manufacturer’s ; meeting routine.” 
representative he has attended many In place of an “off-hour” sales 
of them to act more or less in the meeting, the representative  sug- 
capacity of a lecturer. Here is his : age rested that each salesman relate to 
various matters of interest to the 

“ idea of such meetings: - the sales manager, either personally 
salesmen are discussed, and many 
You can’t change human nature, ee i or, in the case of a road salesman, 
a articles have been written on the 
you know. Holding a crowd of sales- i ; by mail, any perplexing problems or 
value of such meetings both to the 
men over after the day’s work should i : : unusual conditions which he has en- 
salesmen and to the house. Only 
be completed is like trying to accom- countered during the week. The 

recently the growth of the sales 
plish a purpose by continually keep- at sales manager could then combine all 
ing a lot of schoolboys after school of these suggestions into a bulletin 

"e Sé on many a Saturday after- : » be issued each Monday mor r to 

e Ss res Oo or ay Ow r < re » Ss ons O 

respond. : lows, of advice fre 

mill supply dealer to attend one of followed You know, I’ve been on the road 


The accompanying arti- re 

his salesmen’s meetings. so hap- . . ee a long, long time,” interjecte , Te 
It cle gives the impressions of an i long, the 

one i product 1s somewh: . representative after he hi ‘on- 

i specialty, but not a highly in attended numerous sales meetings cl uded outlining his bulletin” plan 

volved one, and one of my com- and most of the time I’ve sold spe- 


Many mill supply houses hold 
periodical sales meetings at which 


petitors was also down on the pro- cialties. I've made it a point to get 
: : f-Hours Meetings. 
c) gram for a little talk. Fortunately personally acquainted with the spe- 
| for me, he was ahead of me on the cialty salesman of all of my dealers. 
program, and I had an unusual opportunity to notice the I have just come back from a couple of days’ fishing with 
: reaction. He went into elaborate detail about the con- two of these boys up in Michigan. When I get out on 
= struction and the fine points of his product, and as he the road, you may believe me, my letters to them are not 
continued, and the minutes rolled by, there was a notice- mere formal, perfunctory business notes. No, sir. I’m 
= able shuffling of feet and a general uneasiness that meant able to write them just as I would talk to them. I know 
: just one thing. You may be sure that when I was called their hobbies. I know their business habits. I don’t 
im on, I rushed my act. In fact, here’s about the way I have to write them ‘bunk’ and they all know it. As a 
i said it: ‘You've heard all about the manufacture of my result I find them getting more business for my line. 
= friend’s product. Most of it is true about my own. Here’s “T once handled a line that was sold through our com- 
F the big difference: Mine’s made of metal, and I'll leave pany agent, but we soon found that you always ran the 
it to your own common sense as to why it will outlast chance of having the agent in some locality where a good 
the other.’ There’s nothing egotistical about this, but I business had been developed, either die, decide to get out 
: put it over, and got a big hand. Why? For no other of the business, take on other lines, or make some other 
5 reason than that the boys wanted to get out of the meet- move that meant a new start for us. We found that the 
F ing, and they liked it short and snappy. dealer distribution idea was cheaper, because where your 
: “This incident is merely a single illustration of what agent leaves you flat, your dealer still carries stock, and 
= I mean. I’ve seen many others just like it. I’ve talked you don’t have to rebuild your business in that locality. 
9 with a great many of the boys, and I know their reaction. “In my day, I’ve noticed many peculiar traits of sales- 
* ok They say, ‘Oh, yes, those sales meetings are all right. men, habits and tricks to get them into the proper frame 
5 Good dope, but Lord, they don’t expect us to come in off of mind. The one that sticks most persistently in my 2 
= the road and give up our own time, and then show much mind concerns a mill supply house salesman who always 
9 real enthusiasm over it.’ ”’ took with him on his calls some one specialty. I remem- 
: The manufacturer’s representative who made the above ber that for some time he had a run on a new valve 
4 statement was asked if he had any suggestions for in- which had been placed on the market as an addition to : : 
F stilling additional interest into salesmen. He offered the an established line. I’ve seen him leave the office, and Be 
‘ following: after he had been gone ten or fifteen minutes discover he 
= “Offer a small prize for the best suggestion from a had forgotten to put a valve in his case, and back he'd go. 
S member of the sales force for cutting down the overhead I have always tried to figure out whether the psycho- 
: and making more profit on sales. Let each of the sales- logical effect of having a talking point to give him proper 
— men know that he is expected to send in a letter. Have audience was not his strongest playing card.” 
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factory. 


VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 


The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 
and the entire fixtures are tested under hydraulic pressure before leaving our 


VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 


weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 


bowl and the rod with operating parts may be 


removed in an instant. 


The VOGEL is the simplest and most durable frost- 


proof water closet made. The price is right. 


SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


Wilmington, Delaware 


Friction 


Clutches 


The Business Builders 


ONFIDENCE is 
inspired and ‘ 


profits are made by “** 


the Dealer when he 
serves his customers with 
thoroughly reliable goods. 
Friction Clutches play an 
important part in the 
business of the Mill Sup- 
ply Dealer. And it is 
a very easy matter to 
handle Clutches that have 
gained a reputation for 
economy and dependabil- 
ity. 

“M. & W.” Friction 
Clutches sell easily, as the 


Free CATALOGUE oN 


name Moore & White is 
a synonym for good 
wares. In fact, some of 
our Clutches have been 
wearing for 15 to 25 
years and are still holding 
on. 

Now Mr. Mill Supply Deal- 
er, the next time you get out 
amongst the trade, just make a 
special effort to ‘‘Moore- 
Whiteize” those prospective 
Clutch users whom you meet. 
You've got a first class article 
and a reliable and square firm 
back of you. 


REQUEST. WRITE US TODAY. 


THE MOORE & WHITE CoO. 


le Makers 


2711 to 2741 N. 15th St., 


Philadelphia 


Do You Have 
Inquiries for 
a Power Deep 


Well Head? 


This one is adjusta- 
ble 5, 8 and 10-inch 
stroke and is’ well 
adapted for factory, 
farm or suburban 
water supply. 


Malleable iron 
crosshead and 
driving arms, 
“stub tooth” ma- 
chine cut double 
gears and pinions 
and turned pul- 
leys are only part 
of the reasons 
why this head is 
easier to sell than 
a cheap competi- 
tive head. 


Write for bul- 
letin M863 and prices. 


THE BARNES MANUFACTURING COMPANY 
MANSFIELD, OHIO. 


When writing to Advertisers please mention Mitt Supplies 
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The Central Supply Co., Minneapolis, one of the most 
prominent mill and plumbing supply houses of the north- 
west, celebrated its twenty-fifth anniversary on June 
27th with the opening of a new branch at Duluth in the 
new McDougall Terminal building. It is at this terminal 


Quarter Century in Business 


Central Supply Co. of Minneapolis Celebrates by Opening Duluth Branch 


nated by these ideal facilities. All merchandise shipped to 
the trade is loaded right on board the cars at the termi- 
nal building, thus avoiding extra handling, and in a great 
measure reducing the liability of damage in transit. 
Central Supply Co. will occupy the entire second floor 


that freight of the east and west will meet, be classified 
and distributed. 

The terminal, a structure of which Duluth may be 
justly proud, offers the Central Supply Company most 
unusual facilities in extending service to its trade. The 
entire length of one side of the building is accessible to 
water transportation service, while the opposite side of 
the building is arranged for receiving and shipping of 
freight or express by rail. Trucking of freight to and 
from freight depots or cars on siding is entirely elimi- 


TO CO-OPERATE WITH DEALERS 


Libbey Glass Manufacturing Company Has Started Intensive Cam- 
paign to Help Mill Supply Houses 


Libbey Glass Manufacturing Company, Toledo, Ohio, 
has inaugurated a campaign of dealer co-operation 
which, it is believed, will be the most comprehensive one 
ever carried on in this country by a manufacturer of 
gauge glass. The details of the campaign are being an- 
nounced to all mill supply dealers in a broadside, which, 
in addition to carrying the story of what the company 
proposes to do, contains cuts of every direct mail piece 
Which will be sent out during the campaign. 

According to the announcement to the trade, dealers 
Will be kept advised as to when each part of the campaign 
is mailed to the engineers, and any names which indi- 
vidual dealers may desire to have placed on the mailing 
list will be added. The company has also made arrange- 
ments to send to any dealer the list of names in his terri- 


DULUTH TERMINAL IN WHICH NEW CENTRAL SUPPLY CO. BRANCH IS LOCATED 


of the north section of the terminal where an opening 
celebration was held on June 27th. Otto H. Mueller is 
manager of this Duluth branch, Arthur H. Johnson is of- 
fice manager and Clarence Shmitt is superintendent. 

The phenomenal growth of The Central Supply Co. 
from the day of its birth twenty-five vears ago, when it 
occupied a little one-story building, to the present time 
is an achievement of which the company may well feel 
proud. It is still under the leadership of its founder, 
P. J. Frey, president and treasurer of the company. 


tory to whom the campaign literature is being sent. As 
the policy of the company is to sell only through dealers, 
the results of this comprehensive co-operative effort 
promise to be followed closely by dealers and other 
manufacturers. 

The first folder will be distributed by mail during the 
month of September to plant engineers all over the coun- 
try. The object of this first drive will be to impress on 
these engineers that the company’s product has been 
proved a reliable one among the foremost American in- 
dustries, railroads and steamship lines. 

The second direct mail drive will follow shortly after- 
wards, and will contain a straight appeal to patriotism 
to patronize American industries. This will also be sent 
to all plant engineers. 

After another short period, the engineers will receive 
another folder and another personal letter telling how 
the company’s gauge glasses are made and complete par- 
ticulars about the results they give. 
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PULL QUPPLUES 


Putting Quality Across 
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QUALITY means results 
RESULTS mean business 


ve yring® 


BUSINESS means profits 


The oldest and most successful mill supply 4)XB 
houses in the country attribute their success BELTIN 


TRADE MARK 
re 


to constant association with manufacturers 


of quality products. Are you in this class? gfe 
Let us tell you about our co-operative sales Ch 
plan for jobbers! 43 Ferny Sweet, 


Tanners, 


Belt Manufacturers 
Vain Office and Factors 
New York, N. Y. 


When writing to Advertisers please mention Mitt Suppties 


16, 1925¢ 
yis-C 
ches. A sonieren company» 
40058 Ferry streets 
of 
your 
rew nide eo. tue. 
piace a 16" mediun weigne 
company’ ® pient in Moviles 
tre arive in question was particular arive 
company nad, veeD naving dererie with the pelts 
ever, jooked over tne pi and aeci det that Se could nandie it 
Up %° time tne pUKBAK pelt Be installed is 
giving our cuetomer entire 
We aiscovere? tnat tne main arive in 
tnis game pliant 6 30° that peen iD pervice qn the neighdor= 
nood of ten years: Turee years ago wes conaemnes vy on expett» nis 
veraict peine that would last possibly enres months longer Mind, 
tris tnree years and the pelt» efter peing nsured at +nat 
time» nas in cont nuous operettom and from all appearance® todey 46 
good for ven years mores 
consider ine tne exceptionally good pervice scniere 
nave been giving eno, tne Fey" are interested 4ce 
plants and around ywooiles eney pave given us their assur DUK- 
BAK will be evenderd pelt quture 
We cite case you that aprrectaté the value of 
you give to wring the quality of your proauct® clearly to 
tne mind of the prospects and to gssure you that ¥e realize more then 
ever that your pelts ptand tne acid of services 
Yours worry truly» 
F. 
: 
| 


fits 


PERSONALS 
William W. Wohlwend, vice-president, The Hardware & 
Supply Co., Akron, recently returned from a vacation trip 
to Alaska. 
William E. Sloan, of Samuel Sloan & Co., Rochester, N. Y., 
spent the month of August at a ranch in Wyoming. He was 
accompanied by his son, Samuel. 


William B. MeSkimmon, general manager of the Union 
Twist Drill Co., Athol, Mass., sailed August S on a two 
months’ business trip to Europe. 


John P. O’Connor, who has been connected for many years 
with the Seattle branch of E. C. Atkins & Co., Indianapolis, 
has been appointed manager of the branch. 

James Randolph Fox, for several years general sales man- 
ager of the Graton & Knight Mfg. Co., Worcester, Mass., 
manufacturer of leather belting, has resigned. 

Norman B. Chace of the Fosdick Machine Tool Co., Cin- 
cinnati, returned recently from a trip through the West, 
during which he combined business with pleasure. 

William Eberline has resigned as manager of the Chicago 
office of the Greenfield Tap &Die Corporation to become assist- 
ant sales manager of the Lakeside Forge Co., Erie, Pa. 

George E. Merryweather, president, Motch & Merryweather 
Machinery Co., Cleveland, has been appointed a member of 
the board of trustees of the Cleveland Engineering Society. 

J. P. Moses, who has been connected with Joseph T. Ryer- 
son & Son, Ine., Chicago, for the past 22 years, has been 


appointed general manager of railroad sales for that 
company. 
Joseph T. Owens has severed his connections with the 


Lapointe Machine Tool Co., Hudson, Mass., and will move 
to Syracuse to devote his time to building broaching 
machines. 

Harry C. Ballard, formerly superintendent of the Van 
Camp Hardware & Iron Co., Indianapolis, has been appointed 
manager and assistant treasurer of the company to succeed 
George S. Winders, resigned. 

W. J. Kidd, Jr., president, Kidd Drawn Steel Co., Aliquippa, 
Pa., spent the first three days of August in Chicago, making 
his headquarters during the visit at the offices of his Chicago 
sales agent, the Steel Sales Co. 

Harry W. Goddard, chairman of the board of directors, 
Wickwire Spencer Steel Corp., Worcester, Mass., has re- 
turned from a three months’ vacation abroad, during which 
he visited England, Scotland and France. 

H. T. Bradley, for the past seven years assistant manager 
of the railroad division of Joseph T. Ryerson & Son, Ince., 
Chicago, has been appointed eastern railroad sales manager 
of the company with headquarters in New York. 

I. .. Ward has been elected president of the Steel Mill & 
Foundry Supply Company, San Francisco, to succeed the late 
C. P. Burgess. Mr. Ward has been general manager of the 
company since its organization three years ago. 

Ralph W. McPhee has been elected vice-president of the 
Blackman-Hill-McKee Machinery Co., St. Louis. He was 
until recently connected with Henry Pels & Co., New York, 
manufacturers of machinery and railroad supplies. 

John M. Gray, Jr., has been elected president of the Gray & 
Dudley Co., Nashville, Tenn., to succeed R. M. Dudley, who 
has resigned the presidency to become chairman of the board 


Edward T. Oliver, who has been representing the Victor 
Tool Company as general salesman, has become associated 
with the Whitman & Barnes Manufacturing Co., Akron, Ohio, 
manufacturer of twist drills and reamers, and will represent 
that company in the Ohio territory with headquarters in 
Cleveland. 

Steven jarrows, formerly Fresno sales agent for the 
Dunham, Carrigan & Hayden Co., San Francisco, dealer in 
wholesale hardware, electrical, mill, mine and railway sup- 
plies, has been appointed purchasing agent for the company’s 
iron and steel department. He succeeds Frank Riffle, who 
recently resigned. 

Richard W. Alexander has been elected vice-president and 
treasurer of the Poole Engineering & Machine Co., Baltimore, 
of which company he has been director for some time. Mr. 
Alexander has resigned as vice-president of the Equitable 
Trust Co., Baltimore, to devote his time to his new duties with 
the manufacturing company. 

W. C. Reilly, general superintendent of the Youngstown 
Sheet & Tube Co., and Frank Purnell, recently vice-president 
of the Bethlehem Steel Export Corporation, have been elected 
vice-presidents of the Youngstown company. Walter FE. Wat- 
son, formerly assistant general manager of sales, is now gen- 
eral manager of sales for the company. 

H. W. Strong, secretary, The Strong, Carlisle & Hammond 
Co., Cleveland, and Mrs. Strong returned the middle of 
July from a vaeation trip abroad. They spent most of their 
time in England, but managed to get in a week in Paris. Mr. 
Strong called on half a dozen supply houses in London and 
enjoyed the experience very much. He found the English 
people most courteous. In fact, he says they never had a 
cross word from anybody until they got into a taxicab in 
New York City to drive to their hotel. 


S. 


FACTORY ADDITIONS 

The Fox River Paper Co., Appleton, Wis., is building an 
addition at an estimated cost of $65,000. 

The Green Bay Sugar Co., Green Bay, Wis., plans to build 
a two-story addition at an estimated cost of $125,000. 

The University of Pennsylvania, Philadelphia, will build a 
power house addition at an estimated cost of $45,000. 

Norwood Mfg. Co., Norwood, N. C., plans to build an addi- 
tion to its textile mill at an estimated cost of $150,000. 

The Buffalo Bolt Co., North Tonawanda, N. Y., plans to 
build a plant addition at an estimated cost of $25,000. 

The Boston Gear Works, Norfolk Downs, Mass., is building 
an addition to its plant at an estimated cost of $50,000. 

Whiting Foundry Equipment Co., Whiting, Ind., plans to 
build a one-story addition at an estimated cost of $40,000. 

The W. T. Rawleigh Co., Freeport, Tl, plans to build a 
power house at its plant at an estimated cost of $180,000. 

The Hope Machine Co., Worcester, Mass., is building a one- 
story addition to its factory at an estimated cost of $50,000. 

The Lake Erie & Western Railroad Co. plans to build 
shop additions at Lima, Ohio, at an estimated cost of $150,000. 

The Lebanon Woolen Mills, Lebanon, Tenn., plans to build 
an addition and power house at an estimated cost of $100,000. 

The N. O. Nelson Mfg. Co., St. Louis, has awarded contract 
for a new one-story plant to be built at an estimated cost of 
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TURNED 
and POLISHED 
SHAFTS 


All of Rolled, Heat- 
Treated and Alloy Steels 


Carried in stock at: 


Ma Addis ‘ 
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iM M ‘ 
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Sales Agents: 


Cannon-Stein Steel Corp., 2 W 86.08 ise, N.Y 


CUMBERLAND STEEL CO.,, Cumberland, Md. 


PICKERING GOVERNORS 


ARE A GOOD LINE TO HANDLE 
BECAUSE OF 


1. Popularity with Trade. 
2. Many styles produced. 


3. Service rendered sells 
more. 


4. An enclosed model 
now available for 
Gasoline Motors. 


. Stocks of more popu- 


lar sizes carried in 
all larger cities. 
Have you any of our new booklets 
for distribution? 
Wee have both for Steam and Gaso- 


so advise kind most 
clientele, 


line Engines, 


appropriate with your 


THE PICKERING GOVERNOR CO. 


PORTLAND, CONN. 


Our Standard— 


It is our aim at all times to make the name 
“PARAGON” mean to the purchaser an assurance 
of intelligent and faithful workmanship, and conse- 
quently that good quality which gives ultimate satis- 


faction. 


Prompt deliveries of Paragon Paper Pulleys 


Jobbers: Please write for price list and discount sheet 


PARAGON PAPER PULLEY COMPANY, 275 6th St., Milwaukee, Wis. 


Quality is 
the best 

assurance 
of satisfaction 


Get the facts about selling 


Advance Car Mover Co. 


NEW BADGER ‘Slip-Proof CAR-MOVER 


Here’s What Your Customers Know of the New Badger—Do You? 


POWER—Enough to move the heaviest loaded cars. 

. DURABILITY—Stand up under the most severe usage. 

. SPEED—Light and well balanced, therefore easily operated. 

. Sent on Thirty day’s trial always at manufacturer’s risk. 

. GUARANTEED—Absolutely for both long wear and service. 


the new Badger and our liberal discount. 


Appleton, Wis. 


~ 


Look for the Word 


BADGER—It Identifies 
Our Product 


When writing to Advertisers please mention Mint Suppiigs. 


» 
| QUPPLLES | 
| 
| 
a ( 
=! 
| 
Penton & Anderser s Bide ‘ land. O 
Fiseh Revnelds Fort Worth, Texas 
‘ Criebel Vanderbilt Av New Y cit | 
| 
2) 
\ 
~ 
j 
| 
2 
4 | 
5 


i | 


The Fort Miller Pulp & Paper Co., Ft. Miller, N. Y., plans 
to build a one-story plant addition at an estimated cost of 
§200,000. 

The Wayne Tank & Pump Co., Fert Wayne, Ind., plans 
additions to its storehouse and factory at an estimated cost 
of x80,000. 

The Detroit Lubricator Co., 5938 Trumbull avenue, Detroit, 
is building a four-story addition to its plant at an estimated 
cost of 875,000. 

The Anderson-Pritchard Oil Corporation, Oklahoma City, 
will build a refinery addition at Cyril, Okla., at an estimated 
cost of S100,000. 

Lewiston, Maine, will install a manual training department 
in a high school addition which will be built at an estimated 
cost of $100,000. 

The Rochester Body Co., Inc., Favor Street, Rochester, 
N. Y., plans to build a two-story addition to its plant at an 
estimated cost of $40,000, 

The S. W. Hamilton Mfg. Co., Harvey, IIl., manufacturer 
of hardware specialties, plans a one-story plant addition at an 
estimated cost of $65,000. 

The California Ice Co., Antioch, Ill, plans to rebuild the 
portion of its plant which was recently destroyed by fire with 
loss estimated at $70,000. 

The Baker-Hickman Sash & Door Co., 814 American ave- 
nue, Long Beach, Cal., plans to build two buildings at an 
estimated cost of $75,000. 

The Baltimore & Ohio Railroad Co., Baltimore, will make 
extensions at its tie-treating plant at Green Spring, Md., at an 
estimated cost of $115,000. 

Bound Brook Crushed Stone Co., Bound Brook, N. J., will 
rebuild its plant which was destroyed by fire recently with 
loss estimated at $200,000. 

The Continental Can Co., 61 Broadway, New York, plans 
to build an addition to its plant in Jersey City, N. J., at an 
estimated cost of $500,000. 

The Milwaukee Coke & Gas Co., Milwaukee, plans to rebuild 
its benzol plant which was destroyed by fire on August 1 with 
a loss estimated at $250,000. 

The Shamrock Propellers Co., Norfolk, Va., plans to estab- 
lish a plant for the manufacture of propellers. The estimated 
cost of the project is $200,000. 

Kokomo Steel & Wire Co., Kokomo, Ind., plans to rebuild 
its wire-drawing mill which was destroyed by fire recently 
with loss estimated at $75,000. 

The Midway Foundry Co., Burlington, N. C., plans to 
rebuild its foundry which was recently partially destroyed by 
fire with loss estimated at $60,000. 

Manning, Bowman & Co., Pratt street, Meriden, Conn., 
manufacturer of enameled ware, plans to build factory addi- 
tions at an estimated cost of $100,000. 

The Standard Oil Co. of New Jersey, 26 Broadway, New 
York, plans to build an addition to its refinery at Linden, 
N. J., at an estimated cost of $500,000. 

The Southern Pacific Railroad Co., Los Angeles, plans to 
build a machine shop in connection with its repair plant. 
The estimated cost of the addition is $390,000. 

The Panther Motor Co., Ine., 481 Vernon Avenue, Long 
Island City, plans to rebuild its plant which was damaged 
by fire recently with loss estimated at $300,000. 

Willson Goggles, Inc., Washington and Second streets, 
Reading, Pa., manufacturer of eye protectors, plans to build a 
new plant unit at an estimated cost of $500,000. 

The Crouse-Hinds Co., Syracuse, N. Y., manufacturer of 
electric wiring equipment, plans to build a new building at 
its Toronto works at an estimated cost of $150,000. 

The Speakman Co., Wilmington, Del., manufacturer and 
distributor of steam and plumbing supplies, is building a 
three-story plant addition at an estimated cost of $51,500. 

The Aeme Rubber Mfg. Co., East State street, Trenton, 
N. J., manufacturer of tires and mechanical rubber products, 
will build a two-story addition at an estimated cost of $50,000. 

The New York Central Railroad Co., New York, plans to 
rebuild its repair shops at West Albany, N. Y., which were 
destroyed by fire on August 12 with loss estimated at $70,000. 

The Harrison Radiator Corporation, Lockport, N. Y., manu- 
facturer of automobile radiators, plans to start work at 
once on a one-story addition at an estimated cost of $500,000. 

The Wilson Foundry & Machine Co., Pontiac, Mich., is 
building plant additions at an estimated cost of $1,500,000. 


The plant is manufacturing motors for the Willys-Overland 
Co. 

Frank A. Cruice, Twenty-third and Ridge streets, Philadel- 
phia, manufacturer of millwork, plans to rebuild his plant 
Which was recently destroyed by tire with loss estimated at 
$50,000, 

John 1). Parsons, Ine., 93 North Pine avenue, Albany, N. Y., 
plans to rebuild the portion of his store fixture manufacturing 
plant which was recentiy destroyed by fire with loss estimated 
at $175,000. 

The Bristol Co., Waterbury, Conn., manufacturing of pre- 
cision instruments, set screws, belt lacing and other products, 
is building a one story factory addition which, it is estimated, 
will cost $50,000. 

The Osborne Co., 759 Summer avenue, Newark, N. J., 
manufacturer of art calendars and other paper products, 
plans to build a three-story and basement addition at an 
estimated cost of $100,000. 

The Interstate Refineries, Ine., Twenty-second and Man- 
chester streets, Kansas City, Mo., will rebuild its refinery 
which was recently destroyed by fire. The estimated cost of 
the replacement is $200,000. 

The Gulberson Corporation, South Dallas, Texas, plans to 
build a foundry and machine shop addition to its plant at an 
estimated cost of $450,000. The company manufactures oil 
well equipment and supplies. 

The Deal-Parsons Planing Mill Co., Tuscaloosa, Ala., plans 
to make alterations and extensions in the plant recently ac- 
quired from the Modern Lumber Co., Northport, Ala. The 
estimated cost of the improvements is $75,000. 

The Union Carbide & Carbon Corporation, 30 East 42d 
street, New York, plans to build additions and install new 
machinery in several of its plants in various sections, an 
appropriation of $5,000,000 having been arranged for this 
purpose. 


NEW FACTORIES 

The Chicago Motor Coach Co., Chicago, plans to build a 
repair shop at an estimated cost of $350,000. 

The Peninsular Power Co., Iron River, Mich., plans a new 
power station at an estimated cost of $250,000. 

The Seibel Air Spring Co., Inc., Hueneme, Cal., plans to 
build a factory at an estimated cost of $60,000. 

The Grimm Aluminum Castings Co., M initowoc, Wis., will 
build a new shop at an estimated cost of $50,000. 

The Atlas Drop Forge Co., Lansing, Mich., will build new 
foundry buildings at an estimated cost of $300,000. 

Powell & Wasson, Inc., Muskogee, Okla., plans to build a 
new gasoline refinery at an estimated cost of $100,000. 

The Kelly Lumber Co., Searcy, Ark., plans to construct 
a new mill at Garner at an estimated cost of $90,000, 

The G. F. Wright Steel Wire Co., Worcester, Mass., plans 
to build a new wire mill at an estimated cost of $500,000. 

The Michael Ferguson Hardware Co., Paducah, Ky., will 
build a one-story factory at an estimated cost of $100,000. 

The Boston Gear Works, Quincy, Mass., is building a new 
factory on Holmes avenue at an estimated cost of $50,000. 

F. E. Brown and C. C. Holden, Bronte, Texas, plan to erect 
a new light and power plant at an estimated cost of $60,000. 

The Fibre Conduit Co., Orangeburg, N. Y., is building a 
new plant at Richmond, Ind., at an estimated cost of $400,000, 

The du Pont Fibre Silk Co., Buffalo, plans to build a 
new plant at Nashville, Tenn., at an estimated cost of $400,- 
000, 

The American Meter Co, 307-9 East Saratoga street, Balti 
more, is building a new seven-story plant at a cost of $75,- 
O00. 

The Baker Mfg. Corp., Saratoga Springs, N. Y., will 
build a one-story iron foundry at an estimated cost of $50,- 
O00. 

The Aquia Creek Quarries Co., Alexandria, Va., plans to 
build a new plant and power house at an estimated cost of 
$50,000. 

The Standard Oil Co. of New York is planning: to build 
a machine shop at Elmira, N. Y., at an estimated cost of 
$50,000. 

The Stout Institute, Menomonie, Wis., will build a new 
two-story and basement building at an estimated cost of 
$50,000, 
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is concerned. 


men who work aloft. 


the sale of other things. 


The Profit-Builders 


A stock of featureless tackle blocks 


even though low-priced— 
is little better than no stock at all so far as drawing other business 


Madesco Tackle Blocks 


—the blocks with exclusive profit-building SAFETY features 
as Countersunk Sheave Pin Nuts that can’t unscrew; Cotter Pins 
that can’t drop out; Wrought Steel Straps and Fittings; Shackles 
and Hooks that carry more than their rated load—*‘stand the gaff’ — 
by increasing other sales because they give service. 

Every time vou sell a Madesco Tackle Block you EARN good- 
will with a quality article and pave the way to the sale of companion 
merchandise such as rope, ladders, scaling hooks and tools used by 


Stock Madesco Blocks and push them. They will, in turn, push 
Write today for catalog and prices. 


MARINE DECKING & SUPPLY CO. 


Factory and Sales Offices 
Tackle Block Dept. 
EASTON, PA. 
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Ask’em This Question 


Ask your prospect which he prefers:— 
the profits from work finished “On Time” 
yr the loss incurred on “Overtime” jobs? 

You know the answer,—so do we. 
You'll find it in the design and construc- 
tion of— 


Famous Universal Woodworkers 
machines are built to meet the needs 

» average woodworking Each stand- 
ard model includes a band saw, a saw 
jointer, a shaper, and a_ boring 
units can be operated at one 
time or operated separately as desired. 
The man with a FAMOUS is never 

delayed He gets his jobs out on 


TIME! 


shop. 
table, a 
machine, 

these 


Wri'e for full particulars about the 
FAMOUS Line. Ask for 


story “Answering a Knotty 


interesting 
Problem.” 


The Sidney Machine Tool Co. 


Dept. 609 Sidney, Ohio 


Our Belt Lacing Products 


for the Dealer 


Mechanical Rawhide Lace Leather 


The highest grade belt lace made. 


Indian Tan Lace Leather 


Genuine “‘Indian-tanned” in sides and cut lace 


Round Rawhide “Safety”? Lacing 


The “rawhide wire’’ belt lace 


Strong, Compact, Convenient and Safe 


Twisted Rawhide Pins (Peg Rawhide) 


Used with Clipper, Alligator, Bulldog and Jackson 


wire lace 


The Chicago Rawhide Mfg. Co. 


Chicago, Ill. 
Branch—Lewis E. Tracy Co. 
127 Broad St., Boston 
Mechanical Leathers, Ltd. 
79 Front Street East, Toronto, Canada 
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n writing to Advertisers please mention Supp.igs. 
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‘the Majonnier Bros. 
Chicago, plans to build 
$75,000. 

The Jacobson-Reid Lumber Co., Rainier, Oregon, plans to 
build a new mill and power house at an estimated cost of 
S80,000, 


Co., 739 West Jackson boulevard, 
a factory at an estimated cost of 


Decker Brothers, North Spring street, Bellefonte, Pa., will 
build a garage and machine shop at an estimated cost of 
£80,000. 

Midland, Pa., will install a manual training department in 
a new high school to be erected soon at an estimated cost of 
£300,000. 

The Hunt-Spiller Co., 381 Dorchester avenue, Boston, plans 
to build a new one-story foundry at an estimated cost of 
$150,000. 

The Ford Motor Co., Detroit, plans to build a new assem- 
bling plant at Salt Lake City at an estimated cost of 
£200,000. 

The Canadian Ford Co., Fort, Ontario, has awarded con- 
tracts for a new power plant which, it is estimated, will cost 
000, 

The North Fort Worth Ice Co., Fort Worth, Texas, plans 
to build a new ice manufacturing plant at an estimated cost 
of $65,000. 

The Wade Mfg. Co., Wadesboro, N. C., plans to build a 
new textile mill and power house at an estimated cost of 
$1,000,000. 

The Norfolk Sugar Refining Co., Inc., Norfolk, Va., has 
awarded contract for a new sugar mill at an estimated cost of 
$3,600,000. 

The Illinois Central Railroad Co., Chicago, is building a 
new repair shop at Central City, Ky., at an estimated cost 
of $370,000. 

Merrimac Clay Products Co., Inc., 53 State street, Boston, 
has let contracts for building a new manufacturing plant to 
cost $250,000. 

The Independent Paper Products Co., Fresno, Cal., plans to 
build a one-story factory on Butler avenue at an estimated 
cost of $50,000. 

The Cleveland Structural Steel Co., 6600 Park avenue, 
Cleveland, plans to build a one-story factory at an estimated 
cost of $50,000. 

The American Lithographic Co., 52 East Nineteenth street, 
New York, will erect a new plant at Buffalo at an estimated 
cost of $100,000. 

Gill Bros., 214 West Washington street, Madison, Wis., 
are building a new garage and repair shop at an estimated 
cost of $100,000. 

The Western Cotton Oil Co., Phoenix, Ariz., plans to build 
new works at an estimated cost of $150,000. A power house 
will also be built. 

The Pacifie Cedar Mfg. Co., Aberdeen, Wash., plans to 
construct a new local mill and power house at an estimated 
cost of $175,000. 


The Lubrite Refining Co., Arcade building, St. Louis, plans 
to build a new refinery at East St. Louis, Ill, at an estimated 
cost of $400,000. 


The Tennessee Electric Power Co., Nashville, Tenn., plans 
to build three hydro-electric power stations at an estimated 
cost of $5,000,000, 


The Stark Mills of Massachusetts will build a new textile 
mill and power house at Hogansville, Ga., at an estimated 
cost of $1,000,000. 


The Susquehanna Power Co., Elkton, Md., will build a new 
hydro-electric plant near Conowingo, Md., at an estimated 
cost of $15,000,000. 

The Detroit Auto Specialties Co., Detroit, plans to build a 
new factory in the rear of its present works, the estimated 
cost being $350,000. 

The Dunbar Flint Glass Corporation, Dunbar, W. Va., will 
build a new plant. The company was recently organized with 
a capital of $125,000. 

The Apex Machine Co., 2801 West Susquehanna street, 


Philadelphia, is building a one-story machine shop at an esti- 
mated cost of $35,000. 


The Florida Vegetable Corporation, Sanford, Fla., plans to 


build an ice-manufacturing and pre-cooling plant at an esti- 
mated cost of $70,000. 


The Smith & Davis Mfg. Co., 1933 Locust street, St. Louis, 
manufacturer of beds, plans to build a new factory at an esti- 
mated cost of $350,000, 

The Washington Building Corp., Madison, Wis., is building 
a central heating plant to serve downtown buildings. The 
estimated cost is $75,000. 

T. I). Fooks, Camden, Ark., plans to build a new lumber 
mill and power house on a site near the Ouachita River at an 
estimated cost of $50,000. 

The Robinson Motor Car Co., 212 Main street, Johnstown, 
Pa., plans a three-story service and repair building at an 
estimated cost of $85,000. 

The Chicago Window & Door Sereen Co., 5118 South State 
street, Chicago, plans to build a two story factory at an 
estimated cost of $50,000. 

The Kansas City Power & Light Co., Kansas City, Mo., 
plans to build a new machine shop for company trucks at an 
estimated cost of $125,000. 

The Blackstone Valley Gas & Electric Co., Pawtucket, R. [., 
plans to build a new one-story power house in Woonsocket at 
an estimated cost of $60,000. 

The State Board of Control, St. Paul, Minn., will build 
a new power plant at the state institution at Winona, the 
esimated cost being $575,000. 

The Talbert Iron & Steel Co., Charlotte, N. C., 
build new works at an estimated cost of $50,000. 
pany was recently organized. 
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The Essex Brass Foundry Co., University street, Boston, 
plans to build a new two-story foundry in Cambridge at 
an estimated cost of $100,000. 


The Grand Rapids Show Case Co., Grand Rapids, Mich., 
will build a new three story factory and machine shop at 
an estimated cost of $150,000. 


The Springfield Packing Co., Springfield, Mo., will install 
a refrigeration unit in its new plant which is to be built at 
an estimated cost of $300,000. 


The Gottfried Baking Co., 534 East Seventy-second street, 
New York, plans to build a new five-story baking plant at 
an estimated cost of $100,000. 

The board of public works, Indianapolis, will build a motor 
truck machine and repair works for the city fire department 
at an estimated cost of $50,000, 

_H. J. Nicholas, Thirty-third and Wyoming streets, Kansas 
City, Mo., plans to build new works to manufacture clay prod- 
ucts. The estimated cost is $100,000. 

The Leonhardt Wagon Mfg. Co., 417 East Saratoga street, 
Baltimore, plans to build a plant at Eighth and Orleans 
street at an estimated cost of $90,000. 

Jacob Decker & Sons Sales Co., Mason City, Iowa, plans a 
new cold storage plant and refrigerating unit at Dallas, 
Texas, at an estimated cost of $60,000. 

Sutton, Steele & Sutton, Inc., 4215 Gurley street, Dallas, 
Texas, will build a new foundry for producing steel castings. 
The estimated cost of the plant is $250,000, 

The Williamson Mills Co., Haw River, N. C., plans to build 
a new cotton mill and power house. The company was re- 
cently organized with a capital of $700,000, 

S. M. Goodloe, Williamson, W. Va., is building a new three- 
story automobile service station at an estimated cost of $50, 
000. A small machine shop will be installed. 

The Standard Underground Cable Co., Westinghouse build 
ing, Pittsburgh, is building a new two-story plant at HEmery- 
ville, Cal., at an estimated cost of $200,000, 

The Pennsylvania Wire Glass Co., Dunbar, Pa., will build 
a new plant at Lewiston, Pa., at a cost of $200,000. It will be 
used to manufacture plain and corrugated wire glass. 

The Central Automobile Corporation, Fairmont, W. 
plans to install a machine shop in its new service 


tation 


which will be built at an estimated cost of $55,000. 
The Bon Secour Lumber Co., Bon Secour, Ala., plans to 
build a new lumber mill and power house at an estimated 


cost of $150,000. The company was recently organized. 


The Federal Refrigerating Co., Los Angeles, plans to build 
a new ice-manufacturing and refrigerating plant at Downey 
road and District avenue at an estimated cost of $250,000. 

The Yellow Cab Co., 1208 North Thirty-first street, Phila- 
delphia, has awarded contracts for a new service station and 
repair works to be built at an estimated cost of $120,000, 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 


ELT DRESSING 


is sold only to the jobbing trade. Many of the best mill 
supply houses have sold it for years. Machine operators 
like it because it speeds up production. 


BLUE RIBBON is made in one-pound bars, packed in 
attractive cartons of 6, 12, 25, 50 or 72 pounds. Con- 
venient to stock. Every buyer of leather, rubber or can- 
vas belting is a prospective user. Blue Ribbon fulders 
with your imprint will help you sell. Write for jobbers’ 
prices. 


JOBBERS MANUFACTURING CO. 


950 Webster Bldg. Chicago 


One Man or a Dozen? 


What concern wouldn’t invest $5.00 to save 11 
mens’ time and wages. The ATLAS Car Mover is 
the best and most powerful device ever made for 
starting and moving loaded cars by hand. Its 
compound leverage exerts a double leverage of tre- 
mendous force. Many other good points. 


The ATLAS is a quick 
sure, profitable seller. 
Write for discounts 


APPLETON 
CAR-MOVER 
COMPANY 


Appleton, Wis. 
pp > 


Known the World Over as the 


“V-B” Belt 


For 
Transmission, Conveying and 
Elevating 
The Very Best Balata Belt Obtainable. 
We also Manufacture 
Special and Ampere Canvas Stitched Belt- 


ing and the Victor Endless Thresher and 
Tractor Belts 


Victor Balata & Textile Belting Co. 
Main Sales Office, 38 Murray St., New York 


Chicago Warehouse: 
167 N. Market st. 


Factories: 
Easton, Pa. 


STOCK 


SKINNER PIPE 
JOINT CLAMPS 


When you sell a joint clamp 
to a customer, you do him a 
great favor, for you save him 
time—you make a lasting friend, 
for you save him money. 


M. B. SKINNER CO., MFRS. 


562 Washington Boul. 


Chicago 


Leather 
Beltings 


Best for Transmission 
Purposes 


Write for Samples and Prices 


Hide, Leather & Belting Co. 


Established 
INDIANAPOLIS, IND. 
New York 


Detroit Evansville Memphis 


Cuts the Mill 
Steam Cost 


Davis Pressure Regulators give 
the low cost of low pressure steam 
reducing the fuel bill and increas- 
ing boiler efficiency. 


G. M. Davis Regulator Co. 
108 Milwaukee Avenue 
Chicago, Illinois 


DAVIS 


STEAM SAVERS SINCE 1a7s 


4 
GS 


“The Strongest 
Solvent Made” 


For Stopped Up or Frozen Plumbing 


HERCULES 
== Drain Pipe Solvent 


serves the purpose BEST. Stronger than any other 
solvent made, it gives quicker and more positive 
action on the most difficult job. Backed by un- 
qualified guarantee—SATISFACTION or Your 
Money Back. HERCULES is in DEMAND. 
Progressive plumbers throughout the country who 
have found HERCULES “best by test” will use 
no substitute. Supply this demand in your terri- 
tory HERCULES is backed by national adver- 
tising to the plumbing trade and sales creating 
jobber helps 
Works with cold Cash in Now on this established sales service to the trade. 
Water Drop us a tine today for our Interesting jobber proposition. 
HERCULES CHEMICAL CO., 440 Washington St., New York 
Canadian Distributor: 
W. OH. Cunningham & Hill, Ltd., 209 Richmond sSt., Toronto, Ont. 


25% stronger 
No Fumes 


ASBESTOS PRODUCTS COMPANY 


MANUFACTURERS OF 


ASBESTOS CEMENT 


PROMPT SHIPMENTS 
CARLOAD OR LESS 


General Offices ud Factory 


2100 Fullerton Ave., CHICAGO, ILL. 


the 


When writing to Advertisers please mention Supp igs. 
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The Kroehler Mfg. Co., Binghamton, N. Y., manufacturer of 
furniture, is considering plans for a new Pacific Coast factory 
to be built at San Francisco at an estimated cost of $800,000. 

The Superior Metal Co., Bethlehem, Pa., is building a plant 
to make metal products. The estimated cost of the initial 
works is $25,000. The company is a recently incorporated 
one. 

The Central Brake Shoe & Foundry Co., Chicago, will soon 
complete a new plant at 5330 West Sixty-sixth street, that 
city. The cost of the buildings and machinery is estimated at 
$100,000. 

The Ninety-Six Lumber Co., Ninety-Six, S. C., is consider- 
ing plans for rebuilding its lumber mill and power house 
which were recently destroyed by fire with loss estimated at 
$100,000. 

The Southwestern Graphite Co., Burnett, Texas, plans to 
build a main grinding and refining plant at Lyons avenue and 
the Texas & New Orleans railroad at an estimated cost of 
$150,000. 

The Trenton & Mercer County Traction Co., Trenton, N. J., 
is considering plans for a new car repair shop and an exten- 
sion to its power plant, the estimated cost of the project being 
$500,000. 

The Press Publishing Co., 228 Oliver avenue, Pittsburgh, 
will build a new six-story and basement printing plant at 
Seventh street and Bigelow boulevard, at an estimated cost 
of $700,000. 


The Bedford Rustic Furniture Co., Bedford, Pa., has tenta- 
tive plans for a new power house to be built in connection 
with a new two-story plant, the estimated cost of the project 
being $75,000. 

The Henry T. Adams Mfg. Co., 6796 South Chicago avenue, 
Chicago, manufacturer of loose leaf specialties, will build a 
new iactory at 8561 South Chicago avenue, at an estimated 
cost of $50,000. 

The Southland Hardwood Lumber Co., Waynesville, N. C., 
plans to build a new lumber mill and power house at an esti- 
mated cost of $100,000. The company is a new one, capital- 
ized at $500,000. 

The Pacific Steel Corporation, Los Angeles, plans to build a 
plant at Long Beach, Cal., to manufacture steel products. 
The estimated cost of the project is $2,000,000, and a site has 
already been acquired. 

The M-B Automotive Corporation, Jacksonville, Tenn., 
plans to install machinery, at an estimated cost of $100,000, 
in a recently acquired plant near Nashville. The company 
was recently organized. 

The Ford Motor Co., Detroit, has acquired a site between 
Sixty-third and Sixty-ninth streets and Gibson and Eastwick 
avenues, Philadelphia, and plans to erect a new assembling 
plant to cost $1,000,000. 

The Associated Utilities Co., care of William Braun & Co., 
30 Church street, New York, plans to build a new ice-manu- 
facturing and cold storage plant at Newark, N. J., at an esti- 
mated cost of $1,000,000. 

Herbert Mitchell plans to build a new two-story automobile 
service building, to contain a machine shop and parts depart- 
ment, at Boscobel avenue and 172d street, New York, at an 
estimated cost of $350,000. 

J.T). Wallace & Co., 1401 West Jackson boulevard, Chicago, 
plan to build a new factory in the near future at the north- 
west corner of Adams street and California aveune. The site 
has already been acquired. 

The Texas Creosoting Co., Orange, Texas, plans to build 
a power house and lumber-treating plant at an estimated 
cost of $250,000. The company has been incorporated with 
a capital stock of $450,000. 

The Detroit & Tronton Railway, Detroit, owned by Henrv 
Ford, will be electrified as far as Flat Rock, a distance of 13 
miles from the Ford plant at River Rouge. The estimated 
cost of the work is $5,000,000. 

The Southland Portland Cement Co., Nashville, Tenn., 
plans to build a cement manufacturing plant near Crab 
Orchard, Tenn., at an estimated cost of $500,000. The com- 
pany was recently incorporated. 

The FE. V. Stratton Motors, Inc., Washington avenue, Al- 
bany, N. Y., will install a machine shop in the new ten-story 
garage building which is being planned. The estimated cost 
of the entire project is $200,000. 

The Unicn Power Co., Inc., Shreveport, La., plans to build 
a new plant at Monroe, La., to manufacture carbon black. 
The estimated cost of the proposed buildings, which will 
include a power house, is $1,000,000. 


The Kansas Portland Cement Co., Federal Reserve Bank 
building, Kansas City, Mo., will build a new plant at 
Bonner Springs, Kan., at an estimated cost of $1,000,000, 
It will include a power plant and a machine shop. 

The Norma Co. of America, Inc., Long Island City, N. Y., 
manufacturer of ball bearings, plans to build a new plant at 
Glenbrook, N. Y. near Stamford, the initial unit to be a one- 
story building to contain 52,000 square feet of floor space. 

The A. J. Baker Packing Co., Inc., Asheville, N. C., plans 
to build an ice-manufacturing and cold storage house, and 
a meat-packing plant at an estimated cost of $250,000. The 
company is a recently organized one, with capital of $500,000. 

Congo Grease Machine Corporation, St. Louis, has tentative 
plans for a plant to manufacture grease machines and other 
automobile accessories. The company was recently organized 
by H. A. Robert Fisher and A. M. MeSpadden and is capital- 
ized at $50,000. 

The Tractor & Machinery Sales Corporation, Richmond, 
Va., plans to build new works to manufacture farm tractors 
and agricultural equipment. The tentative plans call for an 
expenditure of $150,000. The company was recently organ- 
ized with a capital stock of $1,000,000. 

The North American Co., 60 Broadway, New York, has 
preliminary plans for a hydro-electric generating station on 
the White River, Missouri, which, it is estimated, will cost 
$20,000,000. The plans call for the building of a steel tower 
transmission line to St. Louis and other points. 

The Board of Education, Chicago, is planning the in- 
stallation of a vocational department in the new Theodore 
Roosevelt high school, which will be built at an estimated cost 
of $4,000,000. The department will require a large amount 
of machine shop, sheet-metal working, woodworking and elec- 
tric shop equipment. 

The Enamel Products Co., Norwalk, Ohio, will erect a 
factory in the near future to manufacture vitreous enamel 
products. It will contain 70,000 square feet of floor space 
and will be equipped with six furnaces. The company was 
recently incorporated with a capitalization of $500,000. It is 
maintaining temporary offices at 214 Citizens National Bank 
building, Norwalk. F. W. Cook is president of the company. 

Day-Evans Iron Works will erect a factory for manu- 
facturing mine equipment in South Knoxville, Tenn. A. B. 
Day and W. Evans are the organizers of the company, and it 
is reported that the project entails an estimated investment of 
$200,000. A site of 53 acres has been acquired. According to 
A. B. Day, the organizers will be their own engineer and 
architect, and it will be six or eight months before they are 
ready to buy machinery, at which time notification will be sent 
to manufacturers and dealers. 


INCREASED CAPITAL 


The Foster Machine Co., Elkhart, Ind., has increased its 
eapital stock from $500,000 to $1,000,000. 

The Michelman Steel Construction Co., Quiney, Hl., has 
increased its capital stock from $50,000 to $150,000 and will 
use part of the proceeds to provide additional plant capacity. 

The People’s Fuel & Supply Co., York, Pa., plans to 
increase its capital from $100,000 to $350,000, part of the 
proceeds to be used to install electric power, hoisting and 
other equipment. 

The Great Lakes Boatbuilding Corporation, 233 Becher 
<treet, Milwaukee, has increased its capital stock from $200,- 
000 to $750,000, and plans to enlarge its plant to produce in 
quantity a standard 26-foot motor yacht. 


NEW CORPORATIONS 


The Glen Iron Power & Tool Co., Glen Iron, Pa., 500,000, 
to manufacture pipe wrenches and other tools. 

The United States Heading Co., Durham, N. C., 
to manufacture barrels, crates and other products. 

The Samuels Manifold Co., Lowell, Mass., $200,000; incor- 
porators: Philip Samuels, John Francis Connors and Daniel 
Francis Sullivan. 

The Smith Motor Car Co., Lawrence, Mass., $200,000, to 
build automobiles; ineorporators: Wilbert J. Smith, G. FE. 
Smith and K. Gareeau. 


$250,000, 


The Carlson-Sharp Co., Ince., 
manufacture roofing materials; 
Smith, Dover, and others. 


Dover, N. J., 
incorporators: 


$125,000, to 
Lyman M. 


Concrete Garage Mold Corp., Baltimore, $200,000, to manu- 
facture molds for building concrete parages; incorporators: 
Robert G. Harrison and others. 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 


Is there a foundry in your territory 


that should have a 
new grinder or 
should replace some 
of its old ones with 
the most modern? 


Let us help you put 
the deal over. 


Saint Louis Machine Tool Co. 
24 Loughborough Ave., 
St. Louis, Mo. 


MASON 


Reducing Valves 
ARE STANDARD 


Do You Carry 
Them in Stock? 


MASON REGULATOR CO. 
BOSTON, MASS. 


know about 


Sweetland Chuck 
Service? 


THE HOGGSON & PETTIS MFG. CO. 
NEW HAVEN, CONN. 


Would you like to 


We Manufacture for the Jobbing Trade 


Flue Scrapers Flue Brushes 
Flue Cleaners 
Hot Water Heater Cleaners 
Wire Brushes Wire Brooms 


Send for OUR catalogue 


Pilley Packing & Flue Brush Mfg. Co. 
608 S. Third St. St. Louis, Mo. 


RACINE 


Machine Tools 


“*Standard the World Over’’ 
“Racine” High Speed Metal 
Cutting Machines 
“Racine” Wood or Metal Band 
saw, Duplex type 
“Racine” Abrasive Metal 
Cutter 
Use ‘Racine’? H. S. Wood and 
Metal Band Saw Blades and 
“Racine” H. S. Tungsten Power 

and Hand Hack Saw Blades. 


Racine Tool 


& Machine Co. 


1405 Jones Ave. 


WIZARD 


Guaranteed to contain no rosin 


WIZARD (Stick) Belt Dressing 


IS STRICTLY A JOBBERS’ PROPOSITION 
We guarantee WIZARD to sell and 
funded 
folders. 


give satisfaction, or money re- 
We supply our jobbers liberally with samples and advertising 


RICHMOND BELT DRESSING MFG. CO., Inc 
Richmond, Va. 


samples free upon request. 


Racine, Wis. U.S. A. 
“Quality 
All Our Protects 
Olstributors Profits” 
Successfully 
Selling 


S. Pat. Off. 


OUR LINE INCLUDES 
Complete Welding, Cutting, Brazing, Lead Burn- 
ing and Decarbonizing equipments. Non-Flash 
Torches, Gas Regulators, Acetylene Generators, 


Cylinder Trucks, Welding Rods, Fluxes and Accessories. 


Write for . 
Write for “Torchweld Equipment Co. 
Proposition FULTON & CARPENTER STS., CHICAGO 


The No. 401 Champion 
Steel Rivet Forge 


can be seen working on 99 out of 
every 100 structural steel buildings 
being built in the United States to- 
cay. The same may be said of all 
railroads, bridge builders, boiler 
makers, etc, The No. 401 Forge 
has not only been adopted by this 
class of trade in the United States, 
but also throughout entire 
world. 

Carried in stock by all the lead- 
ing mill supply jobbers, 


Write for catalog and price sheet. 


Champion Blower & Forge Co. 


Lancaster, Pa. 
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The Congo Grease Machine Co., St. Louis, $50,000, to 
manufacture grease machines; incorporators: H. A. Robert 
Fisher and A. M. McSpadden. 

Woods Steamer, Ltd., Toronto, Ont., $2,500,000, to manu- 
facture steam automobiles; incorporators: Oliver F. Woods, 
George J. Woods and Clara L. Morton. 

The Cutaway Harrow Co., Inc., Haddam, Conn., $75,000; 
incorporators: E, S. Hubbard, A. H. Hubbard and E. Ray- 
mond Austin, all of Higganum, Conn. 

The Brakman Electric Co., Powers building, Rochester, 
$50,000, to manufacture electrical equipment; incorporators: 
R. J. Jauss, A. L. Brakman and C. Brakman. 

The Sherman Oil Burner System, Inc., Worcester, Mass., 
$90,000, to sell oil burners; incorporators: John A. Sherman, 
J. Edgar Sherman and Alexander B. Campbell. 

The Overhead Door Co., 3629 Coliseum avenue, Indian- 
apolis, $200,000, to manufacture door hangers and other 
appliances; incorporators: A. W. Buik and others. 

The Brampton Tire & Rubber Co., Brampton, Ontoria, 
$250,000, to manufacture rubber goods; incorporators: Roy 
L. Kellock, Edward C. Jordan and Marion L. McElwain. 

The U. S. Metal Goods Co., Ansonia, Conn., $50,000, to 
manufacture metal goods; incorporators: 
Waterbury, G. E. Ravenport, R. W. Daly and J. F. Bennett. 

The Quinplex Radio Corporation, 233 West Forty-second 
street, New York, $500,000, to manufacture radio equipment; 
incorporators: M. L. Lewis, A. Wellman and M. Christeleit. 

The Reliance Pump and Machine Co., 120 South Calvert 
street, Baltimore, $50,000, to manufacture pneumatic pumps; 
incorporators: C. Braxton, Eben J. B. Cross and. E. Ridgley 
Simpson. 

The Florida Steel & Wire Co., Jacksonville, Fla., $225,000, 
to manufacture iron and steel products; incorporators: W. 
A. Evans, Thomas H. Evans, John G. Palmer and E. I. 
Carefoot. 

Seamless Tube Co. of Wisconsin, Appleton, Wis., $400,000, 
to manufacture seamless tubes and general machine work; 
incorporators: William Geenan, A. G. Brusewitz and Matthew 
Rossmeisel. 

Lock-O-Meter Corp., 1915 Irving Park boulevard, Chicago, 
$100,000, to make speedometers and other accessories; incor- 
porators: Charles A. Jeske, Arthur M. Nellesen and Carl 
Swanson. 

The Crown Mining & Mfg. Co., Dahlonega, Ga., $1,000,000, 
to operate mining properties and manufacture metal prod- 
ucts; incorporators: John B. Hutchins and others, 402 Grant 
building, Atlanta. 

The Universal Pipe Machine Co., 128 Monroe avenue, 
Memphis, Tenn., $50,000, to manufacture power operated 
pipe threading machines and parts; incorporators: Joseph 
L. Tanner and others. 

_ The Highland Machine & Foundry Co., Alexandria, Va., 
£200,000, to manufacture castings, patterns and stampings 
in iron, bronze and aluminum} incorporators: H. Adams, 

t. H. Baur and C. R. Kline. 


The Ramsey Chain Co., Inc., Albany, N. Y., $300,000, to 
manufacture transmission chain; incorporators: J. H. Ram- 
sey, A. ID. Farrell and E. I. Farrell; representative, N. F. 
Towner, 126 State street, Albany. 

The Gill Clutch Corporation, New York, $400,000, to manu- 
facture automotive products invented by E. R. Gill, all manu- 
facturing to be by contract; incorporators: N. Randall Os- 
borne, Scranton, Pa., and E. R. Gill. 

Cid Electric Heater Co., Ltd., Montreal, Que., $300,000, 
to manufacture electrical machinery, tools, transformers and 
other appliances; incorporators: Francis J. Laverty, Shirley 
G. Dixon, Arthur I. Smith and others. 

The Brandes Products Corporation, 237 Lafayette street, 
New York, $250,000, to manufacture radio products in a 
plant at 196 Mt. Pleasant avenue, Newark, N. J.; incor- 
porators: Frederick Dietrich and others. 

The Automatic Transportation Co., 440 Prudential build- 
ing, Buffalo, $2,000,000, to acquire an established business 
manufacturing trucks and tractors; incorporators: W. C 
Carr, E. L. Kleindinst and J. H. Prescott. 

The John W. Kimball Co., Cleveland, Ohio, $10,000, to 
deal in mill and mine supplies; incorporators: John W. Kim- 
ball, Grant A. Grader, Ralph W. Edwards, Williamson build- 
Ing, Augustus E. Knight and P. D. Collins. 

The Tel-U Signal Corporation, New York, $600,000, to 
manufacture electric signals and devices; incorporators: J. 


John E. Peterson,. 


F. Hughes, V. Taylor and R. L. Deely, care of Phillips, 
Leibell & Fielding, 51 Chambers street, New York. 

The Johnson Equalizer Corporation, New York, $200,000, 
to manufacture shock absorbers and other automotive prod- 
ucts; incorporators: G. M. Hessler, J. H. Bay and A. Palmer; 
agents, Morrell, Bates & Topping, 27 Cedar street. 

The International Hammer Corporation, New York, $100,- 
000, to manufacture electrically operated hammers; incor- 
porators: E. J. Ohnell, J. C. Barrett and I). A. Nease; rep- 
resentative, T. F. Bourne, 41 Park Row, New York City. 

The Waynesboro Nut Lock Co., Inc., Waynesboro, Pa., 
$100,000, to manufacture lock washers formerly made_ by 
the Bull Dog Lock Washer Co., Baltimore; incorporators: 
W. S. Bostwick, Mark A. Landis, Chester A. Lyon and 
O. M. Peters. 


GENERAL NEWS FROM THE FIELD 


The Latrobe Tool Co., Latrobe, Pa., has moved its Chicago 
office and warehouse to 1440 West Lake street. 

The Motch & Merryweather Machinery Co. is now oceupy- 
ing new offices on the seventh floor of the Penton building, 
Cleveland. 

The Detroit Lubricator Co., Detroit, Mich., has moved its 
Chicago office from the Tribune building to 820 Michigan 
boulevard. 

The Union Mfg. Co., New Britain, Conn., has been awarded 
a gold medal for an exhibit of chucks at the recent exposi- 
tion in Brazil. 

The Taylor Machinery Co., Boston, machine tool dealer, 
will move on or about September 1 from 78 Batterymareh 
street to 261 Franklin street. 

The E. A. Kinsey Company, Cincinnati, has been appointed 
by the Oilgear Company, Milwaukee, as selling agent in the 
states of Indiana, Kentucky and Tennessee. 

The H. D. Conkey Company, Mendota, IIl., announces that 
the Florandin Equipment Company, 110 West 40th street, 
New York, has been appointed New York sales agents for 
its line of cranes. 

The FE. S. Stacy Supply Co., 41 Taylor street, Springfield, 
Mass., mill supply dealer, has been appointed distributor in 
Massachusetts and Connecticut for the Curtis Handle Co., 
Fort Madison, Iowa. 

During the week ended August 4, railroad traffic was very 
heavy, 1,033,130 ears having been loaded. The previous 
week's loadings were 1,041,044 cars, the largest total in the 
history of this country. 

William H. Moore, assistant secretary of the Perth Amboy 
Hardware Company, Perth Amboy, N. J., died on Tuesday 
evening, August 9, as a result of injuries received that day in 
an automobile aceident. 

J. N. Moyer, Philadelphia, dealer in machine tools, has 
moved from his old quarters at 119 North Third street to 
a new location next door, 117 North Third street, which 
affords additional space. 

Charles Millar & Son Company, Utica, N. Y., with branch 
offices at Springfield, Mass., has acquired a site at the foot 
of Williams street, in the latter city, and plans to erect a 
large storage warehouse. 

The American Schaeffer & Budenberg Corp., New York, 
has purchased the plant of the American Steam Gauge & 
Valve Mfg. Co. at Worcester, Mass. The plant has been 
idle for the past two years. 

The Cincinnati Machinery & Supply Co., Cincinnati, dealer 
in used machinery, is now located in a new five-story building 
at 216 East Pearl street. The company’s former place of 
business was at 1322 Central avenue. 

The Oilgear Company, Milwaukee, manufacturer of varia- 
ble speed hydraulic power transmissions, has recently moved 
its offices and factory from 60 Twenty-seventh street to larger 
quarters at 398-406 Thirty-eighth street. 

The Perth Amboy Hardware Company, Perth Amboy, N. 
J., mill, hardware and plumbing supply jobber, has opened 
a branch plumbing supply house at Plainfield, N. J., to be 
known as the Plainfield Plumbing Supply Company. 

The chemical exposition will not be held in 1924 as the 
result of a vote which was recently taken by mail among 
the exhibitors. The 1923 exposition will be held in the 
Grand Central Palace, New York, during the week of Septem- 
ber 17. The next exposition after this will be held in 1925, 

The Peck, Stow & Wilcox Co., Southington, Conn., held 
its annual meeting recently and elected the following officers: 
President, L. E. Fichthorn; vice-president, F.°S. Wilcox; 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 


When Your Customer Says: 


“Send me a belt that won't 
stretch out of shape,"’ sell him 
a Hettrick. Stretching has been 
given special attention during 
our 26 years of belt making. 
HETTRICK Stitched Canvas 
Belting is uniformly stretched 
but not at the expense of elas- 
ticity or fabric strength. Your 
customers will like it. Samples 
and discounts on request. 


The Hettrick Mfg. Co. 
Toledo, Ohio 


TYTE- 
UNYTE 


Jobbers of Plumb- 
ing, Heating and 
Mill Supplies every- 
where sell it exclu- 
sively. 


J.C. WHITLAM MFG. CO. 


Sole makers of “TYTE-UNYTE” 
WADSWORTH, OHIO, U. S. A. 


bi TYTE-UNYTE 
JOINT 


Crumnte or Water, Steam. Gas aad 
Ale 


| WHITLAM MFG. CO. 
___ WADSWORTH, OFIO, U.5-A- 


, [HE DEMAND IS GROWING FOR 
DOUBLE NEEDLE TORCHES 


They give satisfaction, that’s why. The 
burners are more powerful than other 
makes and burn modern low grade fuel 
perfectly, producing about 300 degrees 
more heat. The cost for fuel and upkeep 
is less. The burner outlasts two ordinary 
burners and overcomes fully 60 per cent 
of all burner troubles. Burner can not be 
ruined by forcing the needle as_ both 
needles are blunt, not sharp pointed. 
Upper needle clears gas orifice, lower reg- 
ulates flame No. 208 is the Torch for 
ervice. Jobbers supply at factory prices. 


Get a catalogue. 


CLAYTON & LAMBERT MFG. CO., 
10583 Knodell Ave., 
DETROIT, MICH, UL Ss. A. 


No. 208 Torch 
List Price Each, $17.00 
Ask for Discount 


Lovejoy Steel Plate Trolleys 


To run on lower flange of 
I Beams. Made with steel 
bushings, roller bearings and 
steel side plates. The wheels 
are as large diameters as the 
sizes of beams will permit. 
Trolleys are light, strong and 
inexpensive. 


Write for prices 


LOVEJOY TOOL WORKS 
328 W. Ohio Street Chicago, U. S. A. 


BURMALINE BELTING 


A transmission belt with individuality 
and no come-backs 


Write for prices and samples and handle 


THE BELT WITH NO REGRETS 


BURRELL BELTING COMPANY 


413 S. Hermitage Ave., Chicago, Ill. 


Those Slow, Expensive Hand Operations 
Can Be Done Quickly With a HASKINS 


Industry after indus- 
try is learning the as- 
tounding “savings” 
fected by these ma- 
chines. 


Our catalog shows numer- 

ous operations gives 

data of value to all manu- 
__j facturers. 


~ 


ifaskins’ Type H-5 


R. G. HASKINS CO, 


W. Monroe St. Chicago, 


EXPANSION BOLTS 


srovide a proper method of fastening to 


masonry An absolutely permanent device, 
filling every crevice with lead Simple in- 
stallation. They cost less and hold more. 
The CHICAGO EXPANSION BOLT has 
Single given satisfactory service for over ten years. 
Equipment Endorsed and used by public utility com- 


panies, railroads, automobile manufacturers 


Double 
and many industrial plants 


Equipment 
Dealers We willbe glad to submit samplesand prices, Write ustoday, 


Chicago Expansion Bolt Co. 
Madison Terminal Bldg. Chicago, Ill. 


» 


Insist on Genuine 
Quality. It Bears the 
GOETZE Label 


We give you the privilege of trying 


Goetze Gaskets 
or Discs 


tor ninety Gays on your worst valves 
and pipes If they do not satisfy, they 
will cost you nothing. 


Goetze Gasket and Packing Co. 


Allen Avenue, 
New Brunswick, N. J. 
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treasurer, Edwin N. Walkley; secretary, F. D. Taylor, Jr. 
0. J. Blank was elected manager of the company’s Cleveland 
plant. 

A. H. Jones, president, Jones Machinery Co., Atlanta, Ga., 
died recently at his home in that city at the age of 55. Mr. 
Jones Was formerly superintendent of the Greensboro Electric 
Co., Greensboro, N. C. About four years ago he moved to 
Atlanta and founded the machinery company which bears 
his name. 


The Surplus Steel & Iron Service, Chicago, has been organ- 
ized by W. W. Decker and F. X. Devlin, and has opened 
offices at 3827 South La Salle street. Mr. Decker was former- 
ly connected with the Cleveland Co-operative Stove Com- 
pany, and Mr. Devlin was formerly purchasing agent for 
the National Tube Co. 

The New Haven branch of the American Association of 
Mechanical Engineers will hold another machine tool exhibit 
at the Mason laboratory, Yale university, New Haven, Conn., 
September 18 to 21. Last year’s show contained 135 exhibits 
and was attended by 12,000 persons. The show will be under 
the same auspices as last year’s. 

It is reported that the next Supplement to the transcon- 
tinental all-rail freight rate on iron and steel produets will 
establish a rate on these produets from Pittsburgh to the 
Pacifie Coast of $1.15 per 100 pounds. The published through 
rate at present is $1.50, while a combination of Pittsburgh 
to Chicago and Chicago to the coast rates results in a 
of $1.34, 


rate 


Wickwire-Spencer Steel Corporation reported total income 
for the first six months of the current year as $2,008,000, 
after all expenses. The total income reported for the first 
six months of 1922 was $929,166. The total net profit was 
$1,506,444, as compared to $230,461 in the same period of 


1922 


Sales for the six months of this year were $16,300,571, 
while for the six months corresponding last year sale 
amounted to $8,761,216. 

The Motor and Accessory Manufacturers’ Association, 
numbering in its membership nearly 500 manufacturers of 
automotive parts and equipment, will hold its annual con 


vention at the Copley Plaza hotel in Boston on September 19, 
20 and 21. It will be the first gathering of the organization 
in Boston, previous conventions having all been held in the 
Middle West. W. O. Rutherford, Akron, is president of the 
association, and M. L. Hemingway is general manager. 

The Wright Machine Co. is Worcester, 
Mass., to manufacture machine screw products. George M. 
Wright, formerly president and treasurer of the Wright 
Wire Co., which is now a part of the Wickwire Spencer Steel 
Corp., will head the new organization. George B. Cunning- 
ham, formerly assistant purchasing agent of the Wickwire 
company, will be treasurer, and A. R. Lemieux will be gen- 
eral manager. Among the directors will be J. Verner 
Critehley, president of the Reed-Prentice Co., Worcester. 

Jeremiah M. Daly, treasurer of M. J. Daly & Sons, Water- 
bury, Conn., dealers in mill, steam and plumbing supplies, 
died at his home in that city on Thursday, July 12, of heart 
failure. Mr. Daly was 51 years old. Mr. Daly had played 
a game of golf only a few hours before his death. He was 
born in Manchester, Conn., but had lived most of his life in 
Waterbury. After completing a business college course, he 
became associated with his father, the late M. J. Daly, who 


being organized at 


founded the business now known as M. J. Daly & Sons. Mr. 
Daly is survived by his widow, two daughters and two 
brothers. 

Cortland Van Camp, 71, president and founder of the 


Van Camp Hardware & Iron Co., Indianapolis, died at his 
home in that city on Tuesday, August 7, after an illness of 
more than a month. Mr. Van Camp entered the hardware 
business in 1876 as a member of the firm of Hanson, Van 
Camp & Co. Ten years later he became sole owner of the 
business, which he incorporated under its present name. In 
addition to his own business, Mr. Van Camp was interested 
in several other corporations, and was one of the organizers 
of the Indianapolis Southern Railroad, which later 
acquired by the Illinois Central Railroad. 

One of the novel features of the iron and steel exposition 
which will be held at the Buffalo Auditorium, Buffalo, Sep- 
tember 24 to 28, will be a modern electrified foundry in actual 
operation. This foundry will produce finished products and 
will start with the hot metal, passing from machine to ma- 
chine, until its final form. Over 100 manufacturers of steel 
mill apparatus will be represented. It will be staged under 
the auspices of the Association of Iron and Steel Electrical 
Engineers. Among the manufacturers exhibiting will be 
included the Hyatt Roller Bearing Co., Lumen Bearing Com- 
pany and the SKF Industries, Inc. 


Was 


The United States Electrical Tool Company has moved its 
Detroit district office from the Marquette building to 50 
Canfield avenue, East, and has also moved its Columbus office 
from 430 N. High street to 509 N. Park avenue. At both 
of the new locations, a large stock of electrical tools will be 
carried to insure prompt shipment of orders, and also a 
well-equipped service station with a complete stock of parts 
for all of the company’s tools. The company announces that 
these changes are in line with the company’s policy of ren- 
dering better service to dealers and users, and that it will 
place the Detroit and Columbus districts on a par with its 
other offices in varicus cities. 

Edward Milton Woodward, who was the third president of 
the National Machine Tool Builders’ Association, serving: in 
that capacity from 1905 to 1907, died in Worcester, Mass., 


on Friday, August 3.) Mr. Woodward was president and 
treasurer of the Woodward & Powell Planer Co., which he 
founded in Worcester in 1887. Mr. Woodward was born in 


Marlboro, N. H., in 1846, received a common school education 
and Jearned his trade in the shop of an uncle. After work 
ing as a machinist and mechanical expert, in 1880 he beeame 
a salesman for I. P. Bullard in New York and later became 
a partner in the Bullard business. In 1887 the partnership 
Was terminated and Mr. Woodward founded his own com 
pany, at first known as the Powell Planer Co. 

Rose Valley Shops, Moylan-Rose Valley, Pa., manufaetur 
ers of leather belting, recently announced several change 
In Organization necessitated by the death of their president, 
the late F. J. Torehiana, 8rd. The new officer 
pany are: President and secretary, C. FE. 
president, FE. F. Oberlin; treasurer, M. RB. 


of the com 
Brown; vice 
H. Torehiana. 


W. B. Covell has resigned as sales director and is no longer 
connected with the company. The sales office at 242 Chestnut 
treet, Philadelphia, has been closed, and its aetivities will 
hereafter be directed from the peneral offices at Moylan 
Rose Valley. The company will, however, maintain a local 


office for Philodelphia at 1300 Widener building, and another 


office at 805 Hammond building Detroit. the latter to be 
under the management of Vice-President Oberlin. The gen 
eral policy of the company MW remain the same as in 
the p 


CLASSIFIED ADVERTISEMENTS 


Classified Line Advertisements under heads of Wanted, For Sale 
cil be published in this Department at a ~ 
rtior Com 


» 


rate of 25 cents a line, each 


f mine words ¢t 
SITUATIONS WANTED 
WANTED—Mill and Factory Supply Salesman, 32 years 
old, married, desives connection in lowa with manufacturer 
to specialize on any line sold to the industrial trade. Five 
years in lowa, have a personal acquaintance with 85 per cent 
of the buyers of this class of material, can show results on 


any line with merit; excellent reference as to ability and 
character. Address No. 761, care MILL SUPPLIES, 537. S. 
Dearborn St., Chicago. 

WANTE})—Clean-cut, energetic, married mill supply 


salesman, 51 years old, desires connection with manufacturer 
or live jobber. Ten years’ sales experience, specialized in 
Mechanical Rubber Goods, Steam Plant Specialties, Oil Tn 
gines, Refractory Cements, has knowledge and can sell com- 
plete line of Mill and Factory supplies; can show results on 
new line or new territory. At liberty October 1.0 Address 
No. 760, care MILL Suppiits, 527 S. Dearborn St., Chicago. 


SALESMEN WANTED 


WANTED—Salesman acquainted with mill trade to sell 
soaps, greases, compounds for old manufacturer—Baum’s 
Castorine Co., Rome, N. Y. 

WANTED--Experienced Belting Salesman; must be thor- 
oughly experienced, and well acquainted with jobbing and 
mill supply houses. Give full record of experience and with 
whom connected. Address No. 759, care MILL SUPPLIES, 537 
S. Dearborn St., Chicago. 


SUPERFLAKE 


GRAPHITE 


GRAPHITE PAINT 
Lubricating Graphite Boiler Graphite 
Pipe Joint Compound 
SUPERIOR FLAKE GRAPHITE COMPANY 
76 West Monroe St., Chicago, Tl. 
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PILL 


SUPPLIES 


PERFECTION 
EXCELSIOR CAN 


One of the ‘‘Diener’’ quality line 
Jobbers,—write for discount particulars— 


This article will sell. There is a demand for it, 
and every plant using excelsior, wiping cloths or 
waste needs the protection it affords against fire 
and the waste of material if left loose and unpro- 
tected. 

Correctly designed, strongly built, 
priced and good profit for dealer. 

Made in three sizes, for one, two or four bales of 
excelsior. 


Geo. W. Diener Mfg. Co. 


400-420 Monticello Ave., Chicago 


reasonably 


Are You Interested? 


UR Poticy is one of Trade 
Protection, and as we do not sell 

the consuming trade, we can’t emphasize that 
fact too strongly. This business rightfully belongs to 
you, Mr. Jobber, and that is why we look upon you 


as the natural and most logical outlet of our 
Specialties. 


€ This policy may not be in accord 
with that of other manufacturers, yet 


we are gratified to know that it has the 


approval of every jobber and dealer who is selling 
our products 


@ Many of these concerns are the 
largest of their kind. Starting in a 


small way with a constantly growing demand, 
their sales today far exceed their expectations. 


@ You may have a friend among 
this number, in some other territory, 


who is selling our line, and whose experience 
might interest you. We can furnish names if you will 
only ask us. 


€ However, don’t procrastinate. 


Surely, you can see that your acquaint- 


ance, coupled with ours, must lead to Mutual 


Profit, so write us today and get the details of our 
agency proposition. 


The D. T. Williams Valve Company 
CINCINNATI, OHIO 


STOCK SERVICE 


One of the important factors in our service is 
giving our customers what they want and when 
they want it. 


The illustration above is one of the stock rooms 
at the Ladew Plant which gives you some idea 
of how we do it. 


A belt for every drive 


DEALERS—We have a few desirable territories open. 
Write for proposition. 


EDWARD R. LADEW COMPANY. Ine. 


128 Broadway, New York City 


MYERS 


SELF-OILING 
ELECTRIC 


RESIDENCE 
4 WATERSYSTEM 


O many good dealers, 

plumbers and pump 
men have been suc- 
cessful with MYERS 
ELECTRIC HOUSE 
PUMPS and DIRECT 
WATER SYSTEMS 
and have so many good 
things to say about them 
through satisfied users, that we 
unhesitatingly recommend 
them to anyone interested in 
the sale and installation of 
water systems for residences, farms, public or pri- 
vate institutions. Investigate the MYERS “Honor- 
Bilt” line today, and like others, capitalize its many 
special features and its dependable service. 
Information, catalogs and prices to the 
trade. 


Tht FE.MYERS & BRO.CoO.Ashiand Ohio. 


— ASHLAND PUMP AND HAY TOOL WORKS-— 


When writing to Advertisers please mention Mitt Suppties. 
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